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[his is One in a series ot ady ertisements 


devoted to an exposition of those intan 


gibles which make Chicago “a city with « 


personality Oa 


a 


Lhe Illinois Lite through these advertise 


ments pays homage to ¢ “hicago. Being the 
oldest lesal reserve life insurance company, 


now active. to be chartered by the State 


of Illinois, and having maintained “head 
quarters” in Chicago for thirty nine years, 
the Illinois Life feels justified in this effort 
to offset some of the unfair publicity 
which Chicago has received by presenting 


glimpse at the other side of the picture 





Raymond W. Stevens, President 
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VIEWED FROM ANY VANTAGE POIN1 
Chicago presents a picture. Sometimes a picture o! 
charm, quaintness. Sometimes of breath-takins beauty. * 
In this instance we see one of the city s newer business 
structures as it would appear to an observer crouched 
on the lower level of a river bridée, with his camera’s eve 
pointed upward. * Through the interlacing steel dirders. 
out into the nisht sky. In the distance the tower 
of an office building, bathed in flood-lisht. Krom its 
top stretch the sleaming ravs of an aerial beacon: 


brilliant shafts of white light cutting into the night. 


ILLINOIS LIFE INSURANCE CO. 


ILLINOIS LIFE BUILDING « CHICAGO a 1212 LAKE SHORE DRIVE 
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GOOD PLACE 
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WRITE FOR GENERAL AGENCY PROPOSITION 
AND TERRITORY 
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The Six Blind Men 


<9 "T IS very like a fan,” cried one of the blind men when describing ‘the elephant as re- 
corded in the Hindu fable by John Godfrey Saxe reproduced on this page. These blind 


men were each honest in describing this huge animal. 


There are life insurance “experts,” “counsellors,” and “auditors” 
who honestly advocate policies with little or no cash value and 
criticise the issue and sale of life insurance with cash values. 
These men see only a part of the great institution. 


If life insurance furnished only policies with no cash values the 
institution would be “very like a fan’”—useful while the living 
policyholder earns and keeps his policy going but when old age 
or economic adjustment stops his premium deposits the policy 
becomes useless. 


The great importance of cash values to the living policyholder 
is convincingly illustrated during the present economic disturb- 
ance. When the income stopped and all other investments 
failed, the cash value of the life insurance policy came to the 
rescue. 


Cash values are the foundation upon which the great institution 
of life insurance is built. Cash values are the only protection 
that life insurance offers to the living policyholder when finan- 
cial reverses or old age stop his income. 


The Ohio National issues policies with high cash values for in- 
vestment purposes and for protecting the policyholder from loss 
of income due to economic readjustment or old age. The Com- 
pany issues low premium policies for temporary family and 
business protection and policies with values between these high 
and low cash value extremes. This is one of the many reasons 
why—“It Pays to Tie Up with The Ohio National.” 








A Hindu Fable 
John Godfrey Saxe 


It was six men of Indostan 
To learning much inclined, 
Who went to see the Elephant 
(Though all of them were blind), 
That each by observation 
Might satisfy his mind. 


The First approached the Elephant, 
And, happening to fall 

Against his broad and sturdy side, 
At once began to bawl: 

“God bless me! but the Elephant 
Is very like a wall!” 


The Second, feeling of the tusk, 
Cried: “Ho! what have we here 

So very round and smooth and sharp? 
To me ‘tis mighty clear 

This wonder of an Elephant 
Is very like a spear!” 


The Third approached the animal, 
And, happening to take 

The squirming trunk within his hand, 
Thus boldly up and spake: 

“T see,” quoth he, “the Elephant 
Is very like a snake!” 


The Fourth reached out his eager hand, 
And felt about the knee. 

“What most this wondrous beast is like 
Is mighty plain,” quoth he; 

“Tis clear enough the Elephant 
Is very like a tree!” 


The Fifth, who chanced to touch the ear, 
Said “E’en the blindest man 

Can tell what this resembles most; 
Deny the fact who can, 

This marvel of an Elephant 
Is very like a fan!” 


The Sixth no sooner had begun 
About the beast to grope, 

Than, seizing on the swinging tail 
That fell within his scope, 

“T see,” quoth he, “the Elephant 
Is very like a rope!” 








Salesmen wanted in select locations in the following states: Illinois, Indiana, Iowa, Kansas, Ken- 
tucky, Michigan, Missouri, Nebraska, Ohio, Oklahoma, Pennsylvania, Texas, and West Virginia. 


For information as to a policy to fit your need or a salesman’s contract, write— 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


T. W. Appleby, 
President 


E. E. Kirkpatrick, 
Supt. of Agencies 














Ac! 


co 


Ins' 


of i 
imp 
anc 
chil 
tion 
ficu 
und 
spe 
evel 
able 
life, 
proy 
that 


Insu 
rule 
Spec 
mo 
and 
Spe 
Stat 
con 
age 
Cess 
part 
tive 
hig} 


of ' 
cory 
Inst 
seld 





————————_— 
——$___ 


yY 27, 1039 




















Thirty-Sixth Year No. 22 


The National Underwriter 


LIFE INSURANCE EDITION 





CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, MAY 27, 1932 









$3.00 Per Year, 15 Cents a Copy 





Million Value on 
Life Seldom Seen 


Actuary Jackson of the National 
Life of Vermont Hits 
Big Risks 


CONSERVATISM REQUIRED 


Insurable Interest on a Life Should Be 
Carefully Studied and Rules of 
Experience Followed 


H. M. Jackson, actuary National Life 
of Vermont in his address before Home 
Office Life Underwriters Association at 
Philadelphia said: 

“The history of the legal views ol 
insurable interest in Great Britain and 
the United States has been interestingly 
discussed in other papers and is merely 
outlined as a preface to the present dis- 
cussion. Under modern conditions in 
this country the legal question of insur- 
able interest is rarely raised since with 
complete recognition of the insurable 
interest of a person in his own life and 
of his right to change the beneficiary or 
to assign the contract, the status of the 
insurance policy is one of very complete 
commercial freedom. Indeed, the under- 
writer today is ordinarily concerned 
not with the legal question of insurable 
interest but with the practical question 
of insurable value. 


Insurance on Another Life 


“Where the insurance is on the life 
of another, this question assumes great 
importance, as for example in the insur- 
ance by a father of an unproductive 
child, or in the insurance by a corpora- 
tion of an important official. The dif- 
ficulties here presented are familiar to 
underwriters but will be emphasized by 
specific examples. The really important 
everyday question concerns the insur- 
able interest of an applicant in his own 
life. It is argued that this can never 
properly exceed the insurable value of 
that life. 


Recommends Good Work 


“As a guide toward determining this 
insurable value, certain well-recognized 
rules of selection are summarized, and 
special attention is directed to the 
money value of a man’ by L. I. Dublin 
and A. J. Lotka. It is shown that the 
specialized studies of these tireless 
Statisticians confirm the working rules 
concerning maximum insurance cover- 
age already established by empirical pro- 
cesses in the companies themseives, and 
particularly emphasize the compara- 
tively small insurable value of even a 
high-salaried man in the 60's. 


Million Dollar Insurable Value 


“Any sane view of the money value 
of a man either to his dependents or 
corporation strongly suggests that an 
imsurable value of $1,000,000 or more, 
seldom or never exists. Consequently 
(CONTINUED ON PAGE 11) 








Reece Issues Defense of 
His Action in Tennessee 


NOT DETERRED BY CRITICISM 


Suit Against Missouri State Life Trans- 
ferred to Federal Court at Nash- 
ville—Hearing May 30. 


Commissioner Reece of Tennessee, 
who has caused a storm in the insur- 
ance business because of his strange 
action in holding back all 1932 licenses, 
in bringing receivership action against 
one company and in attempting to assess 
a tax on gross premiums, instead of net 
premiums as in the past, is now under- 
taking to defend himself against the 
criticisms which his tactics have pro- 
voked. 

“If the foreign insurance companies 
doing business in Tennessee and collect- 
ing from the citizens hereof approxi- 
mately $60,000,000 annually, do not like 
the Tennessee laws there is certainly no 
law requiring them to continue to 
operate in this state,”” Mr. Reece declared 
in a letter to the NATIONAL UNDERWRITER. 
“If they do not wish their annual finan- 
cial statements investigated according to 
law, it is prima facie evidence that they 
have something to be concealed and it 
appears that they have called upon you 
to help them conceal it. 


Not Run for Newspapers 


“The department of insurance and 
banking of the state of Tennessee, under 
my administration as commissioner, is 
not being run to please insurance com- 
panies, nor insurance journals, but to 
protect the policyholders and the citizens 
of Tennessee from further robbery by 
insolvent and impaired insurance com- 
panies which have been looted by greedy 
financial sharks. I deem my course of 
action in all these matters more greatly 
in the institution of life insurance itself 
than that of your journal in being sub- 
servient to a few mismanaged and insol- 
vent insurance companies who ask you 
to come to their rescue. 

“The law is clear regarding the pay- 
ment of tax upon the gross premium 
collected in this state, and if the com- 
panies do not wish to pay this tax with- 
out making illegal deductions, they cer- 
tainly have the right and the consent of 
this department to withdraw from the 
state rather than to go to subsidized 
journals through which to publish un- 
warranted and malicious attacks upon 
the Tennessee department. 

No Law on Subject 


“If these same companies do not wish 
to accept the courtesy of the Tennessee 
commissioner in giving them counsel 
and opportunity to appear before the de- 
partment and adjust their delinquent tax 
matters, there is no law requiring them 
to accept such courtesy. 

“No nationwide resentment through 
your columns or those of any other 
journals that may be subsidized by the 
insurance companies for the purpose of 
intimidating various commissioners and 
insurance departments will have any ef- 
fect whatever on the administration of 
the office of commissioner of insurance 
and banking for the state of Tennessee.” 

Mr. Reece has also written to daily 
(CONTINUED ON PAGE 11) 





Moderate Sized Contracts 
Need of Day, Law Says 


a 


ABUNDANT FIELD IS OFFERED 





Time Is Passed for Easy Placement of 
Excessive Amounts of Specu- 
lative Insurance 





President W. A. Law of the Penn 
Mutual, in his address before the Home 
Office Life Underwriters Association in 
Philadelphia, stated that the great need 
today is for the old fashioned, ordinary 
life, moderate sized contracts. 

“In life insurance,” he said, “we must 
continue to get back to fundamentals. 
Increased economies in administration 
and conservatism in investments are the 
order of the day. Never were there 
greater need than at present for the old- 
fashioned, ordinary life, moderate sized 
contracts. The period has passed when 
it was an easy task to place contracts 
for excessive amounts of speculative in- 
surance sold by high powered processes, 
sometimes involving concealment of 
physical and moral defects. There is 
an abundant and fertile field for insur- 
ance on the lives of that vast army of 
honest, thrifty, industrious, debt pay- 
ing, family loving Americans who have 
kept their feet on the ground and de- 
sire protection for their dependents 
against the uncertainties of life. 


Readjustment in Process 


Mr. Law also touched on more gen- 
eral economic questions. 

“We can never expect to regain the 
mental attitude to financial affairs ex- 
isting in 1927, 1928 and the first half 
of 1929,” he declared. “Readjustment 
must be accomplished as a preliminary 
to recovery. It is quietly in process 
everywhere. 

“In business, wherever possible, com- 
plexity, duplication and excessive size 
are being eliminated. We have recurred 
to simplicity of organization. Many of 
our corporations have been steadily 
working to reduce multiplicity and va- 
riety of corporate forms in an endeavor 
to get back to former outlines less di- 
versified and cumbersome. 


Errors in Banking 


“In banking we had minimized the 
factors of human character and its rec- 
ord of reliability, and we had pinned 
our faith to the marketability of quoted 
collateral, Credit became so cheap that 
persons of limited resources found it 
easy to go into debt as buyers either of 
shares, or of manufactured goods, or 
of real estate. When the errors of this 
process were realized we undertook the 
most stupendous job of liquidation ever 
experienced, but in so doing market val- 
ues were upset and disastrous results 
followed, affecting all owners of prop- 
erty. 

“The time has come to return to fun- 
damentals in the world of credit and 


finance. High personal character, clean 
habits, satisfactory record of earning 
capacity, sense of obligation 


and stron 
will be more covey weighed in ex- 
tending credit than heretofore. Over- 
borrowing and overtrading will be dis- 
couraged. New conceptions of values 


have been formed.” 


Valuations Chief 
Cause of Concern 


Company Officials Speculate on 
Formula to Be Considered 
by Commissioners 


EYES ON VAN SCHAICK 


Life Companies Interested Although Is- 
sue Is More Critical in Fire and 
Casualty Field 


NEW YORK, May 
adoption by the executive committee of 
the National Convention of Insurance 
Commissioners at the meeting in Chi- 
cago, June 22-24, of a formula for com- 


26.—Pending 


use in determining security 
values to be presented in semi-annual 
statements, company officials naturally 
will continue somewhat concerned over 
the question. Until the matter is set- 
tled there will be considerable specula- 
tion over it, for the problem is of para- 
mount concern to most executives, 

Whether founded on anything tangible 
or not, the belief is gaining that in 
so far as bond holdings of fire and casu- 
alty companies are concerned, the com- 
missioners will recommend they be fig- 
ured on an amortization basis, just as 
life offices have been permitted to do for 
a number of years. Adoption of such 
policy would be of considerable aid to 
a number of offices, and of some assist- 
ance to virtually all. 

Common Stock Question 


panies to 


With respect to the worth of preferred 


and common stocks, no one cares to 
hazard a guess as to how the state 
officials will look upon them. Whether 


the program adopted for reporting state- 
ments as of last Dec. 31, namely, taking 
values for five quarters ‘and dividing by 
five to get an average, be followed, or, 
as has been offered, market figures as of 
the closing day of 1931 be used, is still 
a mystery. 

A hint as to what the superintendent 
of this state has in mind may be gleaned 
from the following reference to the in- 
vestments of companies other than life. 
Speaking before the annual gathering of 
the New York State Association of 
Local Agents at Syracuse, Tuesday 
evening, Mr. Van Schaick said in part: 

Van Schaick’s Statement 


“The unearned premium reserve and 
loss reserve funds of fire, casualty and 
marine companies are in the nature of 
trust funds. They are set up for the 
benefit of policyholders who are entitled 
to the same protection in reference 
thereto as is afforded to the holders of 
life insurance policies. It is the firm 
conviction of the insurance department 
that a substantial percentage of the un- 
earned and loss reserve funds should be 
restricted to the same type of securities 
now prescribed for all life insurance 
companies. 





(CONTINUED ON PAGE 11) 
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Mutual Life’s $250,000 Club 


in Convention at Chicago 





PRESIDENT HOUSTON ATTENDS 





Officers of Agents for 1932 Headed by 
Fisher of Chicago Are Installed, 
Trophy Presented 





The $250,000 field club of the Mutual 
Life of New York held its annual meet- 
ing in Chicago, attended by about 275 
agents and a large home office delega- 
tion, headed by President D. F. Hous- 
ton. G. K, Sargent, second vice-presi- 
dent and manager of agencies, presided 
at the two-day conference. 

Others attending from the home office 
were Walter Shaw, assistant superin- 
tendent of agencies; J. B. MacLean, as- 
sociate actuary; A. D, Reiley, supervisor 
of risks; J. S. Swan, Jr., general assist- 
ant agency department, and R. L. 
Young, agency secretary. 

Dr. Huebner a Speaker 


Dr. S. S. Huebner gave an interesting 
and valuable talk pointing out how life 
insurance can be applied to the present 
economic situation, under the subject, 
“Life Insurance as Business Reverse In- 
surance.” 

Leopold Fisher of the Spaulding 
agency, Chicago, was installed as presi- 
dent of the club for the ensuing year. 
Mr. Young is secretary. Thirteen vice- 
presidents were installed: W. G. Ber- 
man of Hartford, Harry Arvesman, 
Buffalo; William Van Kirk, New York 
City; J. L. Kassoff, Cincinnati; J. D. 
Miller, Hintzpeter agency, Chicago; H. 
K. Wolkoff, St. Paul; W. A. Willis, 
Washington, D. C.; A. j. Stumpf, Louis- 
ville; V. M. Endel, New Orleans; A. N. 
Nehf, former Cubs’ pitcher, Phoenix, 
Ariz.; H. W. Dodge, San Francisco; 
Leopold Roy, Montreal, and Mrs, Eliza- 
beth Kenney, Davenport, Ia. 

President Houston presented medals 
to agents who qualified as leaders. 


Two Managers Guests 


There were two visiting managers 
who attended as guests of the agents— 
H. J. Fett of Rochester and G. A. Sat- 
tem, St. Paul. Manager Fett addressed 
the agents on “Conservation.” Mr. Sat- 
tem’s subject was “Opportunity.” Ac- 
tuary MacLean discussed dividends and 
net costs and Mr. Reiley, “Selection 
Problems.” 

President Houston presented the 


agency trophy for the second time to 
the St. Paul agency, managed by Mr. 
Sattem. If this trophy is won a third 


time by the St. Paul agency, it will be 
its permanent possession. The presi- 
dent analyzed the financial status of the 
Mutual Life and Mr. Sargeant empha- 
sized the major points of the various 
addresses and pointed the way toward 
successful salesmanship this year. 


Aviation Mortality Study 
of Captain Dunn Out Soon 





The promised volume from the pen 
of Capt. R. A. Dunn, United States 
Army air corps, incorporating the latest 
and most complete statistical and mor- 
tality studies on all classes of airplane 
pilots and passengers, civil, military and 
naval, is expected to come from the 
press of the Dillon Publishing Company, 
New York City, June 15. It is prom- 
ised this will be an annual publication. 
The current study, covering the years 
1919-1931, inclusive, and entitled “Avia- 
tion and Life Insurance,” will be a con- 
tinuation in more detailed form of the 
first study published by Captain Dunn 
in 1930 and distributed by the Daniel 
Guggenheim Fund for the Promotion 
of Aeronautics. The volume is ex- 
pected to be of great use to insurance 
companies in underwriting aviation. 
Captain Dunn has been adviser to a 
number of insurance companies. 











College Head 











EDWARD D. DUFFIELD 


E. D. Duffield, president of the Pru- 
dential and a life trustee of Princeton 
University, has been elected acting head 
of the college until a successor is ap- 
pointed to fill the vacancy caused by the 
resignation of President John G. Hib- 
ben. Mr. Duffield is a graduate of 
Princeton, a member of the class of ’92. 
His father, the late Dr. John T. Duf- 
field, was head of the mathematical de- 
partment of the college. His brother, 
Henry G., was for many years treasurer 
of the university. Franklin D’Olier, vice- 
president of the Prudential, is also a 
trustee of ‘Princeton. 


General Business Recession 


Reflected in April Sales 


HARTFORD, May 26.—Ordinary life 
sales in April continued to decrease and 
reflected the general business recession 
of the past months, according to the Life 
Insurance Sales Research Bureau. Sales 
volume in April reached a low point in 
the downward curve. The general de- 
clines, which for the country as a whole 
was 26 percent below sales April, 1931, 
was felt in every section of the country. 
However, despite the decline over $24,- 
000,000 of new ordinary was paid for 
every working day by the people of the 
United States. 

The following figures show by sec- 
tions and cities the experience for April 
and for the first four months of 1932: 








April, 1932 4 Mos., 1932 
Comp.to Comp. to 4 
April, 1931 Mos., 1931 
— Percent 
United States Total.. 74 87 
New England..... 75 86 
Middle Atlantic. a? 87 
East North Cntral.... 72 85 
West North Central... 72 82 
South Atlantic....... 70 88 
East South Central... 73 86 
West South Central... 78 87 
DEOEGGER cosccccccece 68 83 
GED aueeudcanecees 79 93 
Cities 
Ds nn eee uned ood 7 90 
0 eer 68 78 
DE occnrecssuee 67 77 
DEE eevcccevececes 84 86 
= ree 70 83 
Philadelphia ........ 67 82 
Will Hold Sales School 
F. W. Moller, Indiana manager for 


the Business Men’s Assurance, will con- 
duct a school of salesmanship at Rens- 
selaer the week of June 6. About 20 
men will be present. The plan of the 
school is to spend part of the time in 
class and study and the remainder in 
field work. About half of those present 
will be new men and each new man will 
work with a different one of the experi- 
enced men each day in actual soliciting 
of prospects. 








Clark of lowa Demands End 
of the Scandal Mongering 





PUBLIC FAITH BEING SHAKEN 





Commissioner Threatens Cancellation of 
License of Agents Making Derogatory 
Statements About Competitors 





In an effort to stop “scandal monger- 
ing” among life insurance agents Com- 
missioner Clark of Iowa has sent to 
every life insurance company in Iowa a 
letter asking them to help curb their 
agents’ propaganda against other com- 
panies. The commissioner's letter states: 

“My attention is being called con- 
stantly to statements made by various 
insurance companies’ representatives de- 
rogatory to the financial condition of 
competing insurance companies. Such 
statements against other companies that 
are being made are as follows: Oh, that 
company is busted; that company is full 
of rotten farms; that company is a dan- 
gerous one to insure in; that company 
is full of poor bonds; that company has 
a lot of rotten stock. 

“The entire matter is getting very 
serious. It affects all of the companies. 
It shakes the faith of the insuring pub- 
lic in the insurance business. This de- 
partment is sick and tired of all this 
kind of nonsense. Will you please no- 
tify your agents that as far as the Iowa 
department is concerned, if convincing 
proof is furnished it, that a statement 
has been made such as above set out, 
or a statement made derogatory to the 
condition of other companies, the license 
of the agent making such statement will 
be cancelled at once. 

“Drastic measures must be taken to 
stop this kind of propaganda. Your as- 
sistance will be greatly appreciated. Will 
you please send copy of this letter to 
each of your Iowa agents.’ 


Mortality of Individual 
and Family Are Comparable 





That a definite correspondence exists 
between the mortality of the individual 
and that of his family was the conclu- 
sion of an investigation by the Pruden- 
tial, Valentine Howell, associate actuary 
of that company, reported at the meet- 
ing of the Actuarial Society of America. 
Such correspondence, he said, calls for 
a credit of 10 to 15 points on account 
of variation from the average in either 
direction. The investigation covered 
about 3,000 lives insured under policies 
issued in 1908. The lives were all aged 
45 and older, were insured under life 
or endowment plan and were followed 
up to their anniversaries in the year 
1931. Cases were excluded which ter- 
minated within the first three years after 
issue. The deaths numbered about 1,200. 

Each individual family was considered 
as a mortality class in which expected 
and actual deaths were compared. The 
classification was then based on the 
mortality ratio shown for the family. 

Basing the expected deaths on the 
American Men Table, the distinctly un- 
der average types of family history 
showed a mortality ratio of 104 percent 
with 57 expected deaths. Slightly under 
average type showed mortality ratio of 
98 percent and 100 percent with ex- 
pected deaths numbering 104 and 360. 
The average group gave a mortality 
ratio of 91 percent with 633 expected 
deaths. The better than average classi- 
fication had a ratio of 74 percent with 
162 expected deaths and the extremely 
long family history group showed a ratio 
of 115 percent, but the expected deaths 
numbered only 11. The average ratio 
for all classes was 92 percent. 


Smith Southeast Supervisor 


Col. R. H. Smith from the home of- 
fice of Life of Virginia has been trans- 
ferred to Dallas as agency supervisor 
for the southwest. 





Special Tributes Paid to 
President Elbert Store 





MANY GUESTS AT A LUNCHEON 





Function Was Sponsored by the Indiap. 
apolis Chamber of Commerce— 
Prominent Bankers Present 





One of the most notable gatherings , 
representatives of varied business inter. 
ests was the great appreciation dinner 


given in honor of Elbert Storer at In. 
dianapolis last Friday noon, May 2% 
Nearly 1,000 persons were seated at 


luncheon. Bankers from all parts of the 
state, attending the annual meeting oj 
the Indiana Bankers’ Association, were 
present in a body. The meeting was 
sponsored by the Indianapolis chamber 
of commerce, many of whose members 
were present. 

L. J. Borinstein, president of the 
chamber of commerce, presided and pai 
high tribute to Mr. Storer, declaring 
that he had brought honor to Indian- 
apolis and to the state, in attaining th 
presidency of the National Association 
of Life Underwriters, to which Mr. Bor- 
instein referred as “the greatest organi- 
zation of salesmen in the world.” He 
then introduced P. G. Meek, president 
of the Indianapolis Association of Life 
Underwriters, who referred to Mr 
Storer as “a prophet who has honor in 
his own city.” 

Response by Storer 


Mr. Storer responded with a simple 
declaration of his deep appreciation of 
the honor paid him and reminded those 
present that seven years ago another 
Indianian, Frank L. Jones, had attained 
the same preferment as head of the Na- 
tional association. 
an address on “Property,” abbreviated 
considerably from an address on this 
subject which he has delivered before 
life underwriters associations during the 
year. He declared that all his _hear- 
ers, in response to the request for hands 
had admitted their desire for more prop- 


erty. Back of this desire he said is the 
recognition of a need for a sense ¢ 
security. He described the different 
forms of property as including real es 
tate, bonds, mortgages, stocks, invest- 
ment shares, chattels, etc., and _ stated 


that property can be acquired in but 

three ways—through savings from earn- 

ings, by charity or gift or by stealing 
Property as Source of Income 


Property is desired as a source of in- 
come, particularly after the days of in- 
come earning through employment are 
past. Among the various conceptions 0 
life insurance, he gave as his own prei- 
erence the view that a life insurance 
policy is that which gives the holder é 
part and undivided interest in the hig! 
grade investments—bonds, mortgages 
and like sound securities—which the 
company issuing the policy owns 
“When I buy a life insurance policy, 
he said, “I give a life insurance com- 
pany authority to buy for me bonds at 
mortgages, to be purchased by experts 
and to be managed by experts. My lift 
insurance equities have a guaranteed 
market value at all times. All property 
in the last analysis,” he declared, © 
life insurance, in that it is accumulated 
to pay an income when earning power 
ceases.” 

Mr. Storer’s remarks were 
ceived and he was given an _ ovatiol 
when he arose to make his address. The 
Indianapolis Association of Life Under 
writers, through its committees, PM 
over the idea of the appreciation dinner 
in a most impressive way. 


New Industrial Company 


NEW ORLEANS, May 26.—A_ chat 
ter has been granted the North Capit@ 
Industrial Life, in this city, with a cP" 
tal of $5,000. It is to be operated on 3 
mutual plan. 
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Agent Should Be 
Partner in Field 


| 
Howard Goodwin Emphasizes 
. Importance of Selection 

by Producer 





RESPONSIBILITY GREATER 


Phoenix Mutual Official Tells Home 
Office Underwriters Meeting Under- 
standing Viewpoint Is Essential 





The initial selection of risks by agents 
always has beeen an outstanding influ- 
ence on mortality experience, Howard 
Goodwin, second vice-president Phoenix 
Mutual, declared at the Philadelphia 
meeting of the Home Office Life Under- 
writers Association, and the agent's 
sphere of influence and responsibility 
now is much larger because of nonmedi- 
cal, the present disability situation and 
other new problems which were un- 
known to agents of the past. 

For this reason it is vital that agents 
and home office underwriting depart- 
ments understand each other and work 
together. The agent’s care in selection, 
in securing complete information and in 
detecting misrepresentation, will have a 
direct bearing upon future mortality ex- 
perience and dividends. 

Both Profit by Exchange 


Mr. Goodwin said if every field rep- 
resentative could spend six months at 
the home office studying the multi- 
tudinous problems which face the ad- 
) ministrative staff, his viewpoint would 
) be more understanding and sympathetic. 
By the same token the home office 
underwriter would profit by accompany- 
ing agents along the firing line and ex- 
periencing at first hand the manifold 
problems which perplex the agent. Mr. 
Goodwin’s subject was “Our Partners 
in the Field.” 

He said an agent becomes a real part- 
ner in the field when he realizes to the 
fullest extent that favorable selection of 
risks is vital to the interests of company, 
agent and policyholder; when he is suffi- 
ciently familiar with practices governing 
selection to enable him fully to compre- 
hend the necessity for various require- 
ments and to be of real help in securing 
needed details, and when he understands 
the reasons why certain items of impor- 
tant information must be held strictly 
confidential. 

Laboratory Helps Agent 





The laboratory is a much misunder- 
stood and maligned department of the 
home office. Mr. Goodwin gave 1931 
figures of the Phoenix Mutual, showing 
that of all applications reporting the 
finding of albumin by medical examiner, 
44 percent cleared for issue of standard 
imsurance and 15 percent for substan- 
dard through instrumentality of the 
home office laboratory. Of all appli- 
cants with histories of sugar, 67.6 per- 
cent were accepted at standard rates. 
Of all lives indicated through confiden- 
tial channels as having been subject to 
Some type of urinary impairment, 55.3 
Percent were approved standard and 13.4 
Percent substandard. 

day by home office men in an 
agency will reveal any element in home 
oiice service which may be susceptible 
to improvement, Mr. Goodwin said, and 
Cannot fail to develop constructive ideas 
for bettering methods of operation. 


Much Delay Is Avoidable 


In most companies an analysis of new 
applications held awaiting receipt of 
additional information almost invariably 
reveals a disturbingly large number of 
cases delayed for reasons which were 
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American Institute Program 
for Meeting at Kansas City 


IMPORTANT SUBJECTS ARE UP 


Informal Discussions Will Cover Some 
Pertinent Topics That Are Engros- 
sing Executive Attention 


The American Institute of Actuaries 
has announced its program for the 
spring meeting at the Hotel Muehlebach 
at Kansas City, Mo., June 2-3. Formal 
papers will be as follows: W. A. Jenkins 
on “Non-participating Premiums Con- 
sidering Withdrawals;” F. D. Kineke 
on “Some Aspects of Modern Industrial 
Insurance;’ W. O. Menge on “Forces 
of Decrement in a Multiple Decrement 
Table;’ W. H. McBride, National Life 
& Accident on “Disability Claims (select 
and ultimate) as a Particular Case in a 
General Method of Valuation for Di- 
verse Contracts;” A. F. Schwartz on 
“Fundamentals of Life Insurance Law;” 
Ralph Keffer on “Monetary Values for 
Disability Benefits; 165 percent Modi- 
fication of the Class 3 Experience.” 

Informal Discussions 


The informal discussion will include 
four subjects, viz., surrender values, 
special forms of low premium life poli- 
cies, mortality and disability and invest- 
ment forms of policies. Under the first, 
three questions are asked: Does the ex- 
perience of the last few years indicate 
that some increase in surrender charges 
desirable? In states where mathe- 
matical equivalence of the various non- 
forfeiture values is required, should an 
effort be made to have relatively smaller 
cash values permitted? Are there any 
other methods by which companies 
could secure an increased measure of 
protection from heavy cash demands? 


is 


Low Premium Life Policies 


Under the second subject, the three 
questions are: Is there any real need on 
the part of the public for low premium 
life policies? Does the soliciting agent 
lose by the writing of such insurance? 
Is there any evidence that the lapse rate 
en such policies is excessive? 

Under the third subject, the questions 
are: What are the current trends of 
mortality and disability experience? Are 
recent changes in selection methods 
likely to improve the mortality experi- 
ence? What further improvements in 
selection are feasible? 

Investment Forms of Policies 


Under the last subject, the questions 
are: First, as to retirement annuities. Is 
the recent increase in the issue of retire- 
ment annuities due rather to a desire 
for safe investment than to appreciation 
of the desirability of the annuity in old 
age? Has there been any corresponding 
increase in other deferred annuities? 
As to single premium policies, the ques- 
tions are: Can the increased issue of 
these policies be traced chiefly to a de- 
sire to secure the advantage of the life 
insurance companies’ investment organ- 
izations? Is the increase desirable from 
the company point of view? 








avoidable: unanswered questions, an in- 
correctly designated beneficiary, an oc- 
cupation inadequately described or a his- 


tory of indigestion of several weeks’ 
duration without the necessary expla- 
nation. 


Valuable time is lost in corresponding 
with the agent to complete the indi- 
vidual’s case and this could be avoided 
by appointing in each agency an appli- 
cation specialist who understands the 
causes for delayed action and could 
avoid them. A member of the home 
office underwriting department also 
might be appointed to cooperate with 
these agency specialists in reviewing 


ways and means of reducing delays and 
conferring on individual problems, Mr. 
Goodwin said. 





Temporary Receivership of 
Inter-Southern Continued 


TO OPEN OFFERS THIS WEEK 
Official States Death Claims Will Be 
Met in Full Under Whatever 
Arrangement Is Effected 





Continuance of the temporary re- 
ceivership of the Inter-Southern Life 
was extended by Circuit Judge Ford of 
Frankfort, Ky., on May 21, which was 
the time for the receivers to report. The 
court will confer with the temporary 
receivers the latter part of this week 
and all offers for reinsurance, purchase 
of assets or reorganization will be re- 
viewed and the recommendations of re- 
ceivers heard. 

Talbott Issues Statement 


Kentucky State Auditor Talbott ad- 
vised the court that the Kentucky insur- 
ance department has before it plans and 
proposals which, in the judgment of Mr. 
Talbott, make it certain that a contract 
will be obtained which will insure the 
payment in full of all death claims on 
policies issued by the Inter-Southern 
and which will otherwise afford the 
fullest possible protection that can be 
obtained for policyholders. 

In their preliminary report, the re- 
ceivers said that they had reduced the 
annual payroll $47,969 in addition to re- 
ductions of $200,000 per year made Jan. 
1; that they had collected $189,000 and 


spent $56,000 and had about $106,000 
cash on hand. 
Insurance in Force 


The receiver said the company had 
insurance in force of $124,543,000 and 
required reserve of approximately $18,- 
000,000 less policy loans of about $5,- 
000,000. The receivers have reduced the 
value of a number of assets, including 
the home office building in Louisville, 
which they wrote down from $3,500,000 
to $2,500,000. There is a $500,000 mort- 
gage on the building. 

The receivers wrote down 
from $10,944,000 to $2,239,000. The 
principal item in the assets is about 
150,000 shares of Missouri State Life 
stock, which have been valued for re- 
serve purposes at $54 per share. Book 
value of mortgages was cut from $1,- 
890,000 to $1,469,000. 


securities 





L. B. Tebbetts, Man Who 
Sued Coolidge, Is Dead 





Lewis B. Tebbetts, one of the leading 
members of the St. Louis term insurance 
school, who obtained $2,500 from Calvin 
Coolidge in settlement of a $100,000 
damage suit, died of heart disease at the 
Christian Science sanitarium in Boston 
at the age of 43. Mr. Tebbetts was au- 
thor of many suits against managers and 
insurance companies at St. Louis, which 
had not been adjudicated at the time of 
his death. 


Suit Against Coolidge 


The suit against Coolidge followed a 
radio broadcast of the former president, 
sponsored by the New York Life, in 
which warning was delivered against 
“twisters or abstractors.” Mr. Tebbetts 
contended that Coolidge was referring 
to him, inasmuch as the suit against the 
New York Life and its agency manager 
in St. Louis was standing at that time, 
Mr. Tebbetts being the plaintiff. 

When he died Mr. Tebbetts had dam- 
age suits for $319,800 pending against 
life companies and his attorneys were 
preparing to file in St. Louis a $100,000 
suit against the New York Life, which 
had been filed in the east but withdrawn. 

J. Porter Henry, his attorney, stated 
that none of the suits can be maintained 
now, except one for commissions, which 
Tebbetts alleged were due from one 
company. 
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Urges Uniformity | 
in Assignments 


J. F. Handy Suggests Conference 
With American Bankers 
Association 


WHITE SULPHUR SPEAKER 


Assistant Counsel Massachusetts Mu- 


tual Outlines Essentials of Collat- 
eral Form of Assignment 


Recommendation that the collateral 


form of assignment should be the only 
one furnished policyholders; that the 
absolute form be furnished only on spe- 
cihc request and after explanation of 
surrounding circumstances, and that the 
collateral form be drawn so as clearly 
to outline the rights of all interested 
parties, was made at the White Sulphur 
>prings meeting of the Association of 
Life Insurance Counsel by J. F. Handy, 
assistant counsel Massachusetts Mutual. 

Mr, Handy said the collateral form 
which should be adopted should set 
forth: (1) That the assignee shall have 
the right to surrender; (2) stipulations 
as to the rights to dividends and divi- 
dend elections; (3) that the assignee 
shall not have the right to make a loan 
except for the purpose of paying pre- 
miums on policy, and the collateral stip- 
ulation that he shall not have the right 
to borrow on policy while assignment is 
in torce; (4) that assignee shail not be- 
come entitled to any disability benefits, 
but these shall remain with the assured; 
(5) that assignee shall not become enti- 
tled to any accidental death benefits, but 
these shall be payable to beneficiary; 
(6) that assignee shall have the right to 
elect any non-forfeiture benefit in addi- 
tion to surrender, in case of lapse; (7) 
that assignee shall be entitled to collect 
the entire proceeds upon maturity of 
policy and shall pay over to persons 
entitled the excess of proceeds over the 
amount of indebtedness owed assignee. 

Urges Changes in Policy 


He also recommended the following 
changes be adopted in policy forms: 
(1) That the assignment clause provide 
that when assured reserves to himself 
the unlimited right to change beneficiary 
he will have sole right to assign and 
bind the interests of any beneficiary or 
beneficiaries under the policy; (2) that 
the insurer shall have the right at ma- 
turity to pay assignee in one sum the 
amount to which he is entitled and re- 
tain the balance of proceeds, if any, 
under whatever installment option may 
have been elected; (3) that after collat- 
eral assignment the assured shall have 
the right to change beneficiary under the 
policy, such beneficiary's rights, how- 
ever, being subject to prior rights of 
assignee; (4) that the assignee shall 
have right to change the method of pay- 
ing the premium under policy. 

Mr. Handy said banks have adopted 
the practice of drafting their own assign- 
ment forms rather than to accept those 
provided by insurance companies, the 
major reason advanced for this being 
that the company forms do not give 
banks adequate protection. The result 
is the filing with companies of many 
different forms of assignments which 
raise difficulties in determining the 
rights of the various parties at interest. 

Loaning and banking institutions, he 
said, are reported to demand absolute 
assignment blanks for all purposes and 
this matter should be taken up with the 
proper committee of the American 
Bankers Association with the thought of 
securing a uniform collateral assignment 
blank. 
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New York Life’s Rad 


Programs 


“Great Personalities of American History” 


May 31: 


Final program of the series. A radio play 
or drama of episodes in the life of 
ABRAHAM LINCOLN, the great repre- 
sentative of human sympathy and human 
freedom throughout the world. This 
radio drama will deal with Lincoln’s early 
manhcod when he was unconsciously 
being prepared for the historic work of 


his Presidential career. 


The agents of all companies are invited to 
tune in on this, the concluding program 


Saving Time 


of the historical series. 


9:30 P. M. Eastern 
Daylight Saving Time 
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ROBERT MERRIMAN 


Robert Merriman and John J. 
Donald have just been given greater 
recognition by the Scranton Life. Mr. 
Merriman, who has had the title of 








Life Insurance Counsel Hold 
Meeting at White Sulphur 


The question of uniformity in col- 
lateral assignments provoked the most 
general discussion of the various sub- 
jects taken up at the meeting of the 
Association of Life Insurance Counsel 
at White Sulphur Springs. 

The discussion was led by J. F. 
Handy, assistant counsel of the Massa- 
chusetts Mutual Life. After various 
points of view had been presented, Mr. 
Handy was appointed chairman of a 
committee to investigate the matter 
more fully. Other members of the com- 
mittee are S. T. Swansen, general coun- 
sel Northwestern Mutual Life, and E. I. 
Low, chairman of the board, Home Life 
of New York. 

Henry Leads Round Table 


A round table session devoted to tes- 
tamentary dispositions eyoked consider- 
able discussion. It was led by P. M. 
Henry, general counsel Equitable Life 
of Iowa. 

Other speakers were Shepard Bryant, 
Atlanta lawyer, and A. D. Christian, 
general counsel Atlantic Life. FE. O. 
Stanley, associate counsel Mutual Bene- 
fit Life, was elected to membership. 


Decide to Conduct Million 
Dollar Round Table Aug. 15 


Robert A. Brown, million dollar pro- 
ducer of the home office agency of the 
Pacific Mutual Life at Los Angeles, 
president of the Life Underwriters As- 
sociation of Los Angeles and chairman 
ef the 1932 Million Dollar Round Table 
of the National Association of Life 
Underwriters, has announced that the 
round table breakfast and conference 
will be held at 8 a. m., Monday, Aug. 15. 
He has mailed questionnaires to all pro- 
ducers in the million dollar class, re- 
Guesting information as to the volume 
of production for the calendar year 1931, 
or during the company’s club or fiscal 
year, or for the 12 months ending Aug. 
1, 1932, exclusive of group, and with 
credit only for the proper share of busi- 
ness written jointly. Large producers 
who have not received the questionnaire 
and desire a copy or other information 
upon the subject should address Mr. 
Brown, 522 Pacific Mutual building, Los 
Angeles. 


Mc- | actuary, now is vice-president as well 








JOHN J. McDONALD 


Mr. McDonald has been given the title 
of assistant treasurer as well as assist- 
ant secretary. 


West Virginia Congress Is 
Featured by Many “Stars” 


Several “stars” in life insurance fea- 
tured the sales congress at Charleston, 

7. Va., sponsored by the Charleston 
Life Underwriters Association. The 
speakers were R. G. Engelsman, Penn 
Mutual, New York City; L. O. Schriver, 
general agent Aetna at Peoria, IIl., and 
secretary National Association of Life 
Underwriters; A. R. Jaqua, “Diamond 
Life Bulletins”; C. C. Gilman, National 
of Vermont at Boston, and P. H. Low- 
rey, Baltimore manager Mutual of New 
York. 

J. J. Cornwell, vice-president and gen- 
eral counsel Baltimore & Ohio railway 
and former governor ‘of West Virginia, 
dealt frankly with “The Railroad Situa- 
tion and Its Relation to Life Insurance.” 
He expressed confidence in the future of 











the railroads, still a public necessity, and 
said as soon as conditions have become 
somewhat stabilized, it will be shown 
that the present market prices of railroad 
securities in no way reflect their intrin- 
sic value. 

Neo Dumping of Securities 


The great life insurance companies, 
with their immense reservoirs of capt 
tal, have been stabilizing factors,” he 
said. “The billions of dollars of secur 
ties they hold were acquired as invest 
ments and not for speculative purposes, 
hence their securities were not dumped 
vpon the market with demoralizing et 
fect as was, and still is, the case with 
many holding companies and individual 
investors out of sheer fright, or by many 
banks and trust companies with securr 
ties held as collateral for loans, becaust 
the fall in market prices left no loa® 
margin.” 

The congress was attended by more 
than 300 life insurance men and womet 
from all over West Virginia and from 
the borders of Ohio and Kentucky, an 
also by many business men and women 





Mr. Gilman discussed “The Part ! 
Play in Peoples Estates,” leaving many 
practical sales thoughts. Mr. Engels 


man spoke on “What They Want and 


When They Want It.” Mr. Lowrey: 
subject was “Persistent Production 
Mr. Schriver dealt with the instincts 


which impel action in his subject. ee un- 
damentals in Life Insurance Selling 
Mr. Jaqua closed the congress with 3 
graphic presentation, “Why I Buy Lie 
Insurance.” dealing with life insurance 
as an investment. 


















| 





lay 27, 199) May 27, 1932 LIFE INSURANCE EDITION 7 
































A SUGGESTED GUIDE 


Toward 


BUILDING A CLIENTELE 


A successful representative of the Equitable recently outlined his methods in 
building a group of satisfied policyholders. The persistency of this man’s business, 
| particularly in these times, is remarkable. His renewal income is growing, his pol- 








| icyholders are boosting for him, and the ultimate beneficiaries of the insurance 
ae which he was instrumental in placing will profit on account of the professional un- 
as assist: ff derwriting methods continually employed. We quote: 
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Stars | “TI select only responsible persons for my clients—those who will appreciate 

| life insurance and who can pay the premiums. 
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on. The “In every case, I carefully analyze my prospect’s situation, attempt to pro- 
- pose the right kind and amount of insurance, and to adopt a beneficiary settle- 
» II, and ment clause that actually fits the client’s requirements. 
nh of 1e | 
“Diamond — 3 — 
, National . 
Beg “Whenever possible, I secure an initial cash settlement with the application. 
ll OF ew . “0° . . . . . 
The client who willingly pays the first premium in cash is more likely to appreci- 
ot ate his insurance and continue premium payments thereafter than the one who 
O Trallway | . 
Virgie starts off wrong with a note settlement. 
ad Situa- 
surance.” — @ au 
future of , : : . : . 
ssity.and || ‘At the most important interview of all—delivery of the policy—lI care- 
bec | . P . -_ P Ge 
ge fully explain the provisions of the contract so as to avoid future misunderstand- 
f railroad ing and to influence my policyholder in appreciating the value of the insurance 
‘ir intrin- 
| | purchase. 
ies an 5 — 
ympanies, . , . , 
of capi- “T try to make a friend out of each of my clients, always keeping in touch 
om © with him through personal interviews, Christmas cards, birthday greetings, etc. A 
s invest: well served and satisfied client is my greatest asset for I am then sure that he 
parpeam is ‘boosting’ for me among his friends and acquaintances.” 
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ITCH | YOUR 
WAGON TO A STAR 


There is an old saying, “It takes a dark 
night to make the stars shine brightest”. 


. . . and so it is with present conditions. 
Certain life insurance companies are stand- 
ing out with a scintillating splendor of 
achievements. 


The Midland Mutual Life is a star to which 
a representative can hitch his wagon with 
the knowledge that the unblemished past 
record of this company and its splendid 
present condition present to him unequalled 
opportunity to build a lifetime business. 


Hitch your wagon to the Midland. 


THE AGENCY DEPARTMENT 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 
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Effect of Statute of Wills 


on Insurance Is Analyzed 
P. M. HENRY PRESENTS PAPER 


Counsel for Equitable Life of Iowa 
Addresses Association of Life 
Insurance Counsel 


Phineas M. Henry, general counsel 
for the Equitable Life of Iowa, in his 
paper before the Association of Life In- 
surance Counsel at White Sulphur 
Springs, discussed the effect of the 
statute of wills on business transacted 
by life insurance companies. 

Mr. Henry expressed the opinion that 
the arrangement valid under which 
the assured after an endowment policy 
has matured and is payable to him in 
one sum, enters into a supplementary 
contract with the company providing 
for payment to him under one of the 
options of settlement during his lifetime 
and with the remainder to a certain 
named beneficiary at his death. The law 
books, he said, show no attempt to 
attack such a contract. There may be 
some danger, he declared, in giving the 
insured the right of withdrawal at any 
time during his life. 


1S 


Changes of Beneficiary 


An inquiry, Mr. Henry said, developed 
that 27 companies insert a special pro- 
vision in the contract giving the insured 
a right to make further changes of bene- 
ficiary and 21 other companies do not 
have such a provision. In the absence 
of such a provision, he said, it seems 
doubtful whether the insured can make 
further changes of beneficiary during 
his lifetime unless there is a valid sur- 


render of the existing contract by all 
of the possible parties in interest. If 
some of these parties are unborn, it 


he declared, to 
However, 12 
do permit 


would seem impossible, 
make a valid surrender. 
companies report that they 
such changes. 

Most companies, he added, permit the 
beneficiary to elect one of the options 
and name a contingent beneficiary in 
the event of her death when the pro- 
ceeds are payable to her in a lump sum. 

Mr. Henry expressed the opinion that 
a designation by a beneficiary or con- 
tingent beneficiary under the circum- 
stances is a testamentary disposition. 
He said it appears to him as exactly 
the same as the direction to a bank to 
pay the proceeds of a certificate of de- 
posit to a third person on the death of 
the depositor and this transaction has 
been held to be testamentary. 


Lack of Uniformity 


Mr. Henry pointed out that there is a 
difference of opinion among life insur- 
ance counsel on these questions and a 
considerable lack of uniformity in the 
practice of the companies. It would be 
desirable if some degree of uniform 
practice in death settlements could be 
arrived at. The varying practices of 
different companies cause trouble with 
beneficiaries and result in antagonism if 
some company refuses to do what an- 
other has done. 

Mr. Henry brought up the question 
of disposition of renewal premiums after 
the agent’s death. Many agents would 
be interested in avoiding the system of 
paying commissions to their administra- 
tors during the period for administra- 
tion and then to their heirs or to the 
devisees in the will. Mr. Henry pointed 
out that the expenses of administration 
make a serious hole in the commission 
account very often. The agent wishes to 
assign the contract to his wife, reserv- 
ing the right to revoke the assignment, 
and providing that the as signment shall 
not be effective if the assignee dies 
before the agent, and also reserving to 
himself the renewal commissions during 
his lifetime. He does not want to make 
an outright assignment to his wife be- 
cause if she dies before him, it will be 
necessary to administer her estate. “It 





Question of Costs to Get 
More Attention in Futur 


BELIEF OF E. C. WIGHTMAy 





Comptroller Lincoln National Addresse; 
Life Office Management Confer- 
ence in Chicago 











The question of costs will become of 
much greater importance in the insur. 
ance business in the future, E. ¢ 
Wightman, comptroller of the Lincol 
National Life, predicted in his address 
as presiding officer at the conference oj 
the Life Office Management Associatio; 
in Chicago. This session was devoted 
to discussion of the administrative prob- 
lems of smaller companies. 

“If we are to have real scientific man- 
agement,” Mr. Wightman declared, “the 
early adoption of cost accounting based 
on the principle of standard cost, Sup- 
plemented by scientific budgeting, would 
seem to be an absolute requirement. 


Complex Undertaking 


“Scientific budgeting and the deter- 
mination of standard cost constitute a 
complex, arduous and perhaps expensive 
undertaking, and for these reasons ne 
doubt will be shunned by many. On 
the other hand, they do seem to offer 
the only available practical means for 
the exercise of proper management and 
control. Thus far, through a _ very 
happy set of circumstances, rigid man- 
agement control has not been essential 
in life insurance. Before, however, em- 
barking too far upon an adventure in 
contentment, it might be well for each 
of us to weigh the significance of the 
oft observed phenomenon in the other 
industries of the tendency of profit to 
disappear as the industry grows older 

“Our whole economic history is re- 
plete with evidence of the elusive nature 
of profits, to combat which practically 
eevry other line of human _ endeavor 
from time to time found it necessary to 
find new ways of doing old tasks.” 

Among the other speakers were F. P 


Manly, president of the Indianapolis 
Life; Richard Boissard, vice-president 
National Guardian Life; A. E. Smith 
comptroller Security Mutual; F. G 
Wolfinger, secretary Central Life o 
Iowa. 








would seem,” Mr. Henry declared, “that 
an assignment of this kind would be 
testamentary in character.” 


Shepard Bryan of Atlanta presented a 
paper on the incontestable clause. 
“The old form of incontestable clause, 
he concluded, “having been litigated, in- 


terpreted, construed and applied and 
the law having reached a stage of rea- 
sonable certainty in regard thereto, the 
companies are then confronted with 
statutes in the nature of incontestable 
clauses providing that ‘the policy shall 


be incontestable after it shall have _ 
in force during the lifetime of the 
sured for years from date.’ Th ne 
law writes the statute into the policy 
and makes it a part thereof so that the 
jurisdiction of equity to entertain bills 
to cancel upon the ground that the bene- 
ficiary may delay action until after the 
contestable period has been taken away 
from the company and whatever action 
it expects to take with respect to cam- 
cellation and recision must be taken dur- 
ing the lifetime of the insured. I think 
that a bill to cancel would lie and must 
necessarily lie during the lifetime of the 
insured and within the incontes —_ 
period; otherwise, the insurer would 
without any remedy. 

“The practical difficulties surrounding 
an insurance company in its desire to 
protect itself in such cases are too nu 
merous to mention. The chief of these 
difficulties lies in the fact that knowledge 
of the material misrepresentations ! made 
in the application could probably a be 
acquired by the insured during the life- 
time of the insured.” 
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set a sales plan which has been successful 
Expert on Sales Talks in his agency. 


ra on San Francisco Card AS SEEN FROM CHICAGO Plan Detroit C. L. U. Classes 




















sHTMAN — : re Dr. S. S. Huebner will address three 

ALBRITTON SEES RECOVERY they are planning conventions in Chi-| separate groups of underwriters in De- 
Addresse E. Albritton, Chicago general agent | 4&0 next year during the centennial: troit July 8, with the object of forming 
" Provident Mutual, has seen the first American Bankers, North American] aC. L. U. class, sponsored by the Life 
~onfer- sign of business recovery this week in Accident, Old Republic Credit Life, | Underwriters Association of Detroit. 


Abraham Lincoln Life, National Life, | The first group will consist of salesmen 
mium is about $2,500 a year. This poli- U. S, A., Mutual Trust Life, Volunteer] 11,4 have already done some C. L. U. 
cyholder the other day when a quarterly | >tate Life, Great Northern Life, Lincoln work, the second including those who 
premium of over $600 fell due, said he | National Life, Pacific Mutual, ss are familiar with the course but have 
was unable to pay it but could pay $130 | >tate Life, Life of Virginia and Federa never taken it, and the third for those 


the case of a policyholder whose pre- 


become of 





























the insur. = : Life 
e, E. C and if he could have 60 days time, -11e. —- who know nothing about it. 
e Lincoln thought he could pay the. remainder. NOW IN HOME OFFICE BUILDING —_—_—_ 
is address Mr. Albritton believes life insurance is ° ° 
ference oj coming out of the trough now and the Three agencies of the National Life Industrial Companies Confer 
‘sociation public is Lo arg to see light in its of U. S. A. have moved into the home | NEW YORK, May 26.—Representa- 
s devote financial di nee, ; — — pn —_ a — | tives of a dozen life companies doing 
ive prob- — Sa Scape ee street, Chicago. rey are the james f. | industrial business met here to discuss 
es —— ee Cue eee Farmer agency, now in room 432; S. C. | the possibility of inter-company cooper- 
tific man- W. O. Morris, assistant secretary and Cyzio and om Cyzio Service, im room | ation and the exchanging of information 
ared, “the actuary, North American Life, Chicago, | 430, and the George W. Wolfle agency, | on experience and practices in the indus- 
J based is the new president of the Chicago | "OW in room 804. " trial field. The meeting was the sequel 
St, sup- Actuarial Club elected at the annual . —_ — of a meeting called last February at the 
ng, would meeting. Ralph Booth, Travelers, is LAST MEETING OF SEASON suggestion a *. E. Reid, actuary and 
rement. vice-president and J. A. Roberts, Conti- L. S. Broaddus, general agent Central | general manager of the London Life. 
nental Assurance of _ Chicago, secretary. | Life of Illinois, addressed the Chicago | No definite action was recommended but 
* . Life Agency Supervisors Association | those who attended will take up the 
he _deter- WORLD'S FAIR CONVENTION Thursday at the last meeting of the| matter further with their respective 
stitute a HUGH 8s. BELL The following companies have advised | season. Adjournment was taken until] home offices with a view to further 
er , ‘ .| the Chicago world’s fair officials that | September. Mr. Broaddus demonstrated meetings. 
asons no Hugh S. Bell, who will be one of herrea naan ace meeinaages — — 
any. On the speakers at the annual meeting of 
to offer the National Association of Life Under- 
leans tor writers, was an educator before he en- 


ment and tered life insurance work. He is now 
a very general agent for the Equitable Life of 





gid man- § Jowa at Seattle. A son of the late 
essential President Hill M. Bell of Drake uni- 
-ver, em- § versity, Mr. Bell was born in Des 
snture in Moines in 1891. He attended Drake 
for each university and the University of Chi- 


e of the cago, receiving a master’s degree and 
he other Ff being elected to Phi Beta Kappa, the 





profit to honorary scholastic fraternity. He spent 
vs older. seven years in educational work as high 
ry is re- school principal and athletic coach, 
ye nature after which he served as manager of 
ractically the Redpath Chautauqua Company for 
endeavor five years in North Dakota, South Da- 





sssary to kota, Minnesota, Iowa and Missouri. 





s. In 1925 Mr. Bell resigned from the 
we F. F Chautauqua company and moved to 
ianapolis Los Angeles, where he became an agent 
resident for the Equitable Life of Iowa. From 

Smith, the first he was outstandingly success- 

F. G. iul in personal production, leading the 
Life ot state of California for his company. In 


1926 he was appointed district agent for 
= Hollywood and later that year was 
transferred to Seattle as manager for 





sd, “that Washington. In 1929 he became gen- 
ould be eral agent for the same territory. 

Mr. Bell was president of the Seattle 
sented a Life Underwriters Association in 1930. 
e. He qualified for the C. L. U. designa- 
clause,” tion in 1930. He has been a favorite 
ated, in- speaker at sales congresses and meet- 
ied and ings of life underwriters associations. He 
of rea- has devised diagrams, combining them ° ° ° ° 
eto the with standardized sales talks. The customer file post-mortem is a sad thing in many agencies. 
: wit 
testable . 
— To Test Peunsplventa Tex Dead names clutter up the records. 
ve been WASHINGTON, D. C., May 26.— 
he noe Se Customer turnover is costly to agency growth. Old business —evi- 
4 eS on 1@ gross premiums of stoc ime 
Policy companies will be passed upon by the ; 
hat tif BF United States Supreme Court, which on dence of DURABILITY—should be as easy to keep as new is to get. 
> toma my 23 consented to review a decision 
ot the Pennsylvania supreme court hold- . ° 
ter the J ing valid the tax assessment against the Established confidence, proven performance, can help reduce this 
 enen Girard Life. A tax of eight mills on the : n 
ic can- | “liar, it. was explained in the com- loss. Continental agency contracts insure growth, guarantee DUR- 
en dur anys petition, is imposed, under author- 


I think ity of an act of the general assembly in ABILITY. 


1825 upon stock life companies, but, it 





d must ° 
of the Was contended “exempts mutual legal 
estable reserve life companies from tax on 
uld be weatical transactions. Although the 
two classes of companies do identical 


I 


unding a ness in substantially the same way, 
sire to subject to substantially identical statu- 
00 nu- tory regulation, and are otherwise sub- 
F these stantially identical, differing only in the 
wledge Ownership of the entity which carries 


made on the business.” 


HG 
Ae be The company holds that the tax is CHICAGO 2 ; ILLINOIS 


1e life- Tfépugnant to the fourteenth amendment mores wees 
to the constitution and, therefore, un- 
Constitutional and void. 
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This striking advertisement 
appears in the May 7 issue 
of The Saturday Evening 
Post, and in the June issue 
of The American Magazine. 


HROUGH aggressive national ad- 
vertising in leading magazines and 
over the Columbia network, The Union 
Central delivers a powerful message to 
millions of readers and listeners each 


month! 


This dramatic campaign reaches one out of 
every three families who need and are best 


able to buy life insurance! 


An entirely new method of presentation — 
as unique as the advertising itself — en- 
ables Union Central representatives to cash 
in to the fullest extent on this national 


publicity. 








THE UNION CENTRAL 
LIFE INSURANCE COMPANY 


OF CINCINNATI 










Over One and One-Half Billions in Force 
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Life Insurance Is 
Riding Storm with 
Its Colors Flying 





Life insurance general agents of Fort 
Wayne, Ind., last week formed a tenta- 
tive organization and appointed a com- 
mittee to effect details of a permanent 
body. L. L. Newman, Penn Mutual 
Life, presided. Commissioner John C. 
Kidd was present and made the principal 
address. He pointed to life insurance as 
an institution that has weathered the 
storms of depression with high credit 
and discussed some points in which it 
needs still further safeguarding, espe- 
cially against unscrupulous promoters. 

“While the economic upheaval has 
caused banks to break, manufacturers to 
be overtaken by bankruptcy, building 
and loan associations to close their doors 
and lines of business activity to become 
shattered—insurance alone, by reason of 
its inherent vitality, has been able to 
successfully ride out the storm with 
standards high and flags flying. It is the 
one line of business that has remained 
solvent. It is the one thing that people 
can still look upon with confidence. In- 
surance has proved itself, and today the 
public is more willing to listen to the 
insurance man’s story than ever before. 


Plenty of Life Business 


“There is business and plenty of it 
to be had for the qualified insurance 
man who works. If you hear an insur- 
ance man complaining about business he 
has most likely permitted himself to be- 
come affected psychologically with con- 
versation of people in other lines of 
work. True, there are not as many citi- 
zens today capable of buying insurance 
as there were four or five years ago, but 
those who have money are ready to buy 





—=:! 


in larger amounts than they would hay. 
purchased some years ago; they no, 
recognize the solidity and permanenc, 
of insurance and are more willing 4 
hear and entertain the insurance man’s 
proposition. 

Shows Some Scars 


“As was to be expected, insurance 
business shows some mars and scar 
from the economic hurricane that ha 
buffeted other business institutions, by 
these marks are not serious and haye 
been the means of developing what fey 
weak points still exist in the insurance 
structure. It has also proved beyond 
question that legal reserve life insurance 
companies confining their operations 
within the original purposes of their 
respective charters are sound, solvent 
and permanent. 

“Sometimes I think this depression 
has been a good thing for the life in. 
surance business as there was disposi- 
tion on the part of management in some 
companies to be lured from the funda- 
mental purposes of life insurance by side 
lines such as banking, disability insur- 
ance and other lines of a similar nature, 
While the depression caught us before 
these foreign activities were extended to 
the point of extreme danger, the weak- 
ness of side lines has become apparent. 

“Another weakness that has been 
brought to light is the opportunity given 
promoters by the laws of some states 
to gain control of life insurance com- 
panies. The paths of promoters in the 
life insurance business are strewn with 
dead even as the trail of an advancing 
army on the field of battle. A promoter 
and a genuine life insurance executive 
are two entirely different personages. The 
latter considers life insurance reserves 
as trust funds belonging solely and 
wholly to the policyholders. Not so 
with the promoter; his thought is that 
control of a life insurance company au- 
tomatically gives him liberty to manipu- 
late reserves for his own benefit.” 











HONOR PAID JULIAN MERRICK 


The testimonial dinner given in New 
York City by the New York City Life 
Managers Association in honor of J. S. 
Myrick, manager Mutual Life of New 
York and the association’s first presi- 
dent, was striking evidence of the es- 
teem in which he is held, personally and 
for the work he has done to advance 
the cause of life insurance. Close to 
150 life insurance men were present. 

Those who spoke included P. M. Fra- 
ser, vice-president Connecticut Mutual 
Life; F. L. Jones, vice-president Equi- 
table Life of New York; J. M. Hol- 
combe, Jr., manager Life Insurance 


Sales Research Bureau, and G. A. Ked- 
erich, manager, New York Life. E. W. 
Allen of Allen & Schmidt, general 


agents New England Mutual Life, who 
recently succeeded Mr. Myrick as presi- 
dent of the association, was toast- 
master. 

Mr. Myrick, in expressing his deep 
appreciation of the occasion, discoursed 
briefly on the past quarter century’s ac- 
tivity in the business. The present, he 
said, calls for a concentrated effort to 
reinspire confidence and to bring home 
the importance of keeping down state, 
local and federal taxation to give all 
businesses a chance to develop. 

Referring to possible future develop- 
ments, Mr. Myrick said: 

“One of these days I believe you will 
see that the companies will recognize 
the fact that it is not only necessarv for 
them to advertise themselves individ- 
ually, but that they will band together 
in the same spirit of cooperation which 
they display in so many other direc- 
tions and will advertise to inform the 
public as to life insurance, not for the 
purpose of obtaining new business or 
new agents but to keep the millions of 
policyholders informed-as to what is 


going on, the necessity of preserving 





their health, of repaying their loans and 





AS SEEN FROM NEW YORK 


By R. B. MITCHELL. 





of conserving the existing policies and 
to keep them informed as to excessive 
taxation which is placed upon the sav- 
ings of these millions of policyholders 
through taxation by government. 

“You will find that the companies will 
recognize that it is better to have fewer 
policy forms. Then the policyholder 
will understand them all rather than 
having such a multitude that nobody 
understands any save three or four. 


On Job 30 Years 














JAMES RUBENS 


Agency Manager James Rubens of 
New York City completed 30 years ol 
uninterrupted service with the Equitable 
Life of New York May 15. It is inter- 
esting to note that Mr. Rubens was the 
first agency manager appointed by the 
Equitable. His organization is one 0! 
the best known agencies in the Greater 
New York department and has aver- 
aged for the past decade an annual pro- 
duction of approximately $11,000,000. 
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Valuations Chief 
Cause of Concern 








(CONTINUED FROM PAGE 3) 


The suggestion has been advanced 
that funds to carry contracts to maturity 
and to take care of incurred losses 
should be invested in government obli- 
gations. 

Fear Handicap te Industry 


While it is fair to assume that in 
view of enormous shrinkage in market 
yalues of many bonds and stocks, insur- 
ance companies will in future display 
greater preference for federal, state and 
well chosen municipal bonds than they 
have hitherto, it is borne in mind that too 
large a percentage of money tied up in 
such direction would not help particu- 
larly in developing industries of the 
country, such as is the case when funds 
are used to purchase the shares. of utili- 
ties, and other industrial enterprises. 

There is another feature in connection 
with the financial status of fire and 
casualty companies, the heavy equity 
each office has in its unearned premium 
reserve. While the major part of such 
fund may be called for by policyholders 
in the event of contract cancellation, 
anywhere from 35 to 45 percent would 
revert to the company, in that it includes 
expenses already paid in acquiring busi- 
ness. 

Hope for Uniform Action 


Whatever method should be adopted 
by the commissioners at Chicago next 
month, the hope is voiced that it will be 
adopted by all of the states, and there 
will not be displayed the confusion that 
resulted from the various programs fol- 
lowed in making up the 1931 reports. 

Incidentally, it is interesting to record 
the growing belief that the views of 
Commissioner H. P. Dunham of Con- 
necticut will be given far greater atten- 
tion at the June gathering than when 
the commissioners assembled to deal 
with the same issue six months ago. 
Yet another conviction is that consider- 
able legislation looking to governing in- 
vestments of fire and casualty compa- 
nies will make its appearance when state 
legislatures again convene. 


Urge Vacation for Congress 


While many and varied proposals 
have been advanced to explain and cor- 
rect the economic and industrial depres- 
sion, there is no dissent from the decla- 
ration that the most hampering present 
influence is the inability of Congress to 
agree on any definite course. 

In the minds of underwriters, if the 
national legislators were to take a pro- 
longed vacation, business interests soon 
would be able to dig the country out of 
the slough into which it fell two years 
ago and is still wallowing. 


Million Value on 
Life Seldom Seen 


(CONTINUED FROM PAGE 3) 


the man who deliberately classifies him- 
self on application as a seeker after a 
uge volume of insurance—such as say 
$2,000,000—at the same time classifies 
himself as entirely uninsurable at stand- 
ard rates and unacceptable on any ba- 
vi of rating that can be equitably de- 
vised. 


Reece Issues Defense of 
His Action in Tennessee 


(CONTINUED FROM PAGE 3) 


newspapers in Tennessee, defending his 
action and making somewhat lurid at- 
tacks on the Missouri State Life. He 
S0€s on to deny that he has been acting 
from personal or political motives, stat- 
ing that there could be no possible po- 
litical reward that he could gain from 
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his conduct. He accuses some com- 
panies of exerting personal and political 
pressure by appealino to Luke Lea, who 
was Reece’s political sponsor. 

The suit brought against the Mis- 
souri State Life by Reece has been taken 
out of the jurisdiction of the state courts 
and transferred to the United States 
district court in Nashville. 

The case will come up for argument 
in the federal court in Nashville May 30. 

Since filing his action Reece has ad- 
mitted that his petition was filled with a 
number of “inadvertencies” and he has 
been sending forth explanations to some 
of the other life companies he involved 
in his assault on the Missouri State. 


Diefenbach’s Agents Muster 


Mutual Life of New York Men Had 
Convention to Listen to Stir- 
ring Addresses 








The annual convention of the Mutual 
Life of New York Field Club in north- 
western Illinois and eastern Iowa was 
held at Davenport in charge of Manager 
J. A. Diefenbach. There were 80 pres- 
ent. The agency reported that it has 
exceeded its quota for the first four 
months. Mr. Diefenbach has coined an 





up-to-date motto, “Less but better 
agents.” He gave the address of wel- 
come. Among the speakers were Julius 
Gilbert, agency organizer, and Lonzo 
Jones, assistant dean of men Iowa uni- 
versity. Mr. Diefenbach was toastmas- 
ter at the banquet. There was a play 
given entitled, “The Woes of the New 
Insurance Man.” 


Oregon Managers Elect 


The Life Managers Association of 
Oregon has elected these officers: L. F. 
Larson, Northwestern Mutual, Port- 
land, president; H. J. Merkle, Pruden- 
tial, vice-president; Roland Lockwood, 
Connecticut Mutual, secretary-treasurer. 
Other members of the board are C. H. 
Twiss, Metropolitan Life, and Noel A. 
Dew, John Hancock Mutual. 

The association, with a membership 
of 50, has just concluded the most suc- 
cessful year in its history. 


Des Moines President Reelected 


John H. Lever, general agent Mis- 
souri State Life, was reelected presi- 
dent of the General Agents & Man- 
agers Club of Des Moines. A. H. Pick- 
ford, Provident Mutual Life, is vice- 
president, and Roy W. Secor, Great 
Western, reelected secretary-treasurer. 
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The club is made up of 27 general 
agents and managers in Des Moines. 


Form New Detroit Agencies 


Following the transfer of the Morris 
Fishman Detroit general agency of the 
Detroit Life to the Lincoln National, 
two new general agencies are being or- 
ganized in Detroit. J. E. Pollak and 
Robert Flattery, two of the leading pro- 
ducers of the Fishman agency, are in- 
corporating a general agency to be lo- 
cated in the Detroit Life home office 
building. 

K. Dobrowolski and W. Plec, two of 
the leading Polish producers of the 
Fishman agency, are forming a general 
agency to be located in Hamtramck, a 
suburban city that is completely sur- 
rounded by Detroit and is predomi- 
nantly Polish in racial makeup. Five 
of the former Fishman agents have 
joined Messrs. Pollak and Flattery and 
two have joined Dobrowolski and Plec. 


Rice in Charge of Agency 


W. O. Rice has been sent to Detroit 
from the home office of the Penn Mu- 
tual as cashier in charge of the George 
Bahl general agency, following the re- 
cent death of Mr. Bahl. Mr. Rice will 
have charge of the agency until a new 
general agent is appointed. 











ORGANIZED SELLING METHODS 


have answered the production problem 
of Minnesota Mutual General Agencies 
Their volume for 1931 and 1932 is greater 


even than 1929 


MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 
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Day of Numerous Rumors 


THIS is a day of rumors and reports. 
Nine-tenths of the conversation among 
insurance men is taken up with talk about 
the depression, reports about this company 
merging with that, another skating on thin 
ice, another probably cutting down its cap- 
ital, another confronted with some vital 
problem or the other. The most fantastic 
rumors are afloat similar in fact to some 
of the reports bruited about in the Lind- 
bergh kidnaping case. Some of these are 
disturbing. Some are preposterous on the 
face of them and yet we are prone to 
believe almost anything or at least feel 
that there must be some truth even in idle 
gossip This is a typical backyard, tittle 
tattle era. We revel in narrating rumors. 


Most of them are canards. All of them 
do considerable damage. 

Happy is the person today who can go 
along with his work, cast aside all these 
rumors or most of them and pay attention 
to business. Unfortunately small talk and 
innuendo cause much embarrassment and 
are destructive. It will take years to build 
up what rumor has torn down. We are 
on the eve of insurance hysteria. May 
the fates save us from an insurance panic 
or stampede. We have had consternation 
among the people as to banks. If we could 
close down the rumor factories, Congress 
and the stock exchange for a period of 
six months, people would begin to have 
confidence. 


Life Companies’ Interest in Railroads 


Lire insurance is the largest holder of 
railroad bonds. Therefore, when ALFRED 
HuRRELL, vice-president and general coun- 
sel of the PRUDENTIAL, was invited to 
address the Unitep States CHAMBER OF 
ComMMERCE at San Francisco, he spoke as 
the representative of those who built the 
railroads, to the men whose business rests 
upon railroad service. 

It might be supposed that the two inter- 
ests were directly antagonistic. This might 
be true if there were no factors in the 
problem except the necessity of paying in- 
terest and meeting principal obligations out 
of freight rates. The railroads, however, 
have been hamstrung by costly, useless and 
ineffective regulations that do nothing ex- 
cept impair their earning capacity. These 
have been imposed by law. 
it should be possible for the 


regulations 
Apparently 
two interests to unite in working for the 
repeal of harmful laws. 

Mr. Hwvrrety pointed out that the life 
companies hold about $3,000,000,000 of 
railroad bonds, and the mutual savings 
banks about $1,700,000,000. Together these 
two thrift agencies hold $4,700,000,000 par 


value, or about 43 percent of all the rail- 
road bonds outstanding. 

The holdings of both represent the sav- 
ings of the people of small income who 
are thrifty. The average life policy has 
been computed at about $2,400, and it is 
usual to limit the size of individal deposits 
in savings banks to relatively small 
amounts. Thus an enormous number of 
people of small means have an interest in 
the integrity of railway securities. 

The shippers on the other hand repre- 
sent practically all of the business and 
agricultural interests of the country. Most 
of the railroad laws have been passed in 
the supposed interest of the shippers. Their 
influence will undoubtedly determine the 
fate of the laws. Therefore, it was a hope- 
ful sign that Mr. HurreELL was invited to 
state the side of the security owners. If 
these two interests, shippers and security 
owners, can unite for the release of the 
railroads from destructive legislation, un- 


doubtedly the aim could readily be ac- 
complished. 


Every life insurance man, every agent 
who hopes to make his living in the busi- 


ness, is interested in the soundness of the 
railroad investments of the companies. 
Any harm to the life companies from 
shrinkage in the values of railway bonds 
will harm the agents by impairing the con- 
fidence of the public in the safety of life 
insurance. Therefore it is worth while for 
every agent to exert his influence toward 
the peal of obnoxious railroad laws and 
the enactment of constructive measures. 
Mr. HurreLt referred to several measures 
for the relief of the railroads. Perhaps the 
most important one is the bill of Con- 
gressman Rayburn to amend section 15a 
in regard to the regulation of rates. This 
bill would repeal the “recapture” clause 
of the railroad act and require the INTER- 
STATE COMMERCE COMMISSION, in fixing 
rates, to take heed of the need of the rail- 
roads for sufficient revenues to enable them 
under honest, economical and efficient man- 
agement to provide good service, in the 
public interest. 

The recapture clause limited the rail- 
roads to a return of 534 percent on their 
valuations. This has been destructive to 
the credit of the roads. The authority of 
the INTERSTATE COMMERCE COMMISSION to 
make rates as described would allow the 





railroads to adapt their business methods 
to conditions. 
Another measure is the proposal to lend 


government money to the railroads jp 
proper cases. Mr. Hurrell pointed oy 
that the government has made a profit on 
money formerly loaned to the railroads, 
even though some of it was not repaid, 
The government gets 6 percent interest 
and borrows at a much lower rate, so that 
there is ample margin for the amortiza- 
tion of losses. 

Another possibility is the abandonment 
of unprofitable lines. Mr. HURRELL pointed 
out that 30 percent of the mileage yielded 
only 2 percent of the railroad revenue, yet 
the railroads are compelled to sink money 
in lines that cannot possibly pay their way. 

Enabling the railway express agency to 
compete with truck transport would be an- 
other measure, to the advantage not only 
of the railroads but of the shippers. Mr, 
Hurrett took an enlightened view of 
motor truck competition. He said the ob- 
jects should not be to hamper the motor 
trucks, but to free the railroads. 

Life men have a vital interest in all 
such constructive measures and would do 
well to lend them their active support. 








PERSONAL SIDE OF BUSINESS 





. 

D. J. Coakley, national president of 
the Maccabees of Detroit, was honored 
on his birthday anniversary. A cam- 
paign was initiated, running during May, 
with the slogan, “Do Your Darndest for 
Dan.” <A special appeal was made to 
have a great record on Mr. Coakley’s 
natal day. Applications representing 
more than $500,000 new business were 
on his desk. In addition applications for 
$191,500 paid for business written in one 
week was received by air mail from 
Manager M. E. O’Brien of the Metro- 
politan agency of New York City. The 
home office employes reported over 
$100,000 in applications. 

Worley Harr, assistant agency mana- 
ger for the Shenandoah Life, is in the 
hospital recovering from injuries suf- 
fered in an automobile accident near 
Staunton, Va. His left leg was broken 
and he received several cuts about the 
face. 

Assistant Secretary E. C. McDonald 
of the Metropolitan Life addressed the 
convention of the American Pharmaceu- 
tical Manufacturers Association on “Pen- 
sions and Annuities.” This meeting took 
place at Greensboro, N. C. Mr. Mc- 
Donald is an expert on these retirement 
plans. 

Anticipating Manager W. L. Boyce’s 
birthday, May 21, members of Syracuse 
agency of the Equitable Life of New 
York staged a one-day testimonial May 
19. The total for the agency was 44 
men participating in 45 paid cases for 
$219,625 and 62 men participating in 85 
applications for $351,650. 


W. H. Kingsley, \ vice-president Penn 
Mutual Life, is on a tour of Pacific 
Coast agencies and is spending several 
days in Los Angeles as the guest of 
Will O. Ferguson, general agent for 
southern California. 


Dr. E. E. Flickinger, for many years 
Indiana state agent of the John Han- 
cock Mutual Life, who retired a few 
months ago to make his home at Los 
Angeles, was killed near that city in 
an automobile accident. He was driving 
alone, the car left the road striking a 
culvert and was completely wrecked, 
Dr. Flickinger dying three hours later 
from injuries received. For many years 
he took an active part in the Indianapo- 





lis Association of Life Underwriters and 





served as president and in other official 
capacities at different times. He built 
up a highly productive plant for the 
John Hancock in Indiana and a number 
of the company’s prominent managers 
at other points graduated from the In- 
dianapolis office. His son, Dan W., suc- 
ceeded his father as state agent several 
months ago and had been associated 
with him for the past ten or more vears. 

Among the graduates from Mr. Flick- 
inger’s office are: General Agents C. A. 
MacCauley, Detroit; W. M. Houze, Chi- 
cago; C. A. Duffield, Philadelphia; M. 
E. Keiser, Springfield, Mass., and the 
late S. C. Rosenberg of Peoria. 


David Prescott Barrows, professor at 
the University of California, who will 
deliver an address before the National 
Association of Life Underwriters at San 
Francisco, was born in Chicago in 1873. 
He graduated from Pomona college, 
received his master’s degree at the Uni- 
versity of California, doctor’s degree at 
Columbia and pursued additional studies 
in anthropology at the University ol 
Chicago. He served as city superinten- 
dent of schools at Manila, Philippine 
Islands, and later was general superin- 
tendent of education for the Philippine 
Islands. He has been connected with 
the University of California since 1910, 
having been dean of the graduate school, 
professor of political science, dean of the 
faculties and president from 1919-2 

He is the author of several ma 
including “The Ethno-Botany of the 
Cohuilla Indians,” “A History of the 
Philippines,” “A Decade of American 
Government in the Philippines.” 


Charles F. Williams, president of the 
Western & Southern Life, accompanied 
by Mrs. Williams, spent a day or two 
in Richmond, Va., last week. Tey 
were the guests of Col. and Mrs. Joseph 
Button. Colonel Button, for many 
years Virginia commissioner, is now 
president of the Union Life of Rich- 
mond. 7 

Mr. Williams also attended a conter- 
ence on life insurance taxation in Wash- 
ington. 

R. G. Richards, agency secretary of 
the Atlantic Life, is serving as pub- 
licity director for a movement to im- 
prove employment and business condi- 
tions in Richmond. There are two sP& 

cific objectives: (1) Induce the people 
rs exercise normal buying power and te 
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A Com plete 
Field System 








1. 
FOR THE PUBLIC 


—low non-par rates, com- 
plete line of policies includ- 
ing Juvenile and sub-stand- 
ard, Double Indemnity and 
Total Disability. 


2. 


FOR GENERAL 
AGENTS 


—liberal contracts backed 
by complete information, 
materials and assistance in 


Agency building. 


J. 
FOR AGENTS 


—liberalcontracts plus 
everything needed for field 
success: Acondensed train- 
ing plan, a fool-proof Sales 
Kit; Agency Meetings, in- 
dividual counsel and assis- 
tance. 


SUCCESSFUL men looking for a 
PERMANENT agency connection in 
Ohio, Michigan, Illinois or Indiana are 
invited to communicate with Frank 
M. Hayes, Vice-President and Agency 


Director. 


THE FEDERAL RESERVE 


Life Insurance Company 
Kansas City, Kansas 


























Compare These 
Participating Rates! 
A Few of Our Participating 


Policies with Rates per 
$1,000 at Age 35. 


Endowment at Age 85............ $21.81 
Economic Protector (Low Cost 
«ig EE 15.32 


The Pure Protector (Low Cost Whole 
Life with Adjustable Options). 16.58 


Preferred Modified Whole Life.... 19.70 
Family Income, 20 Year Plan..... 27.31 
Endowment at Age 65............. 28.58 
Retirement Income at Age 60..... 43.03 
Retirement Income at Age 65..... 32.70 
Twenty Year Endowment......... 42.76 
Twenty Payment Life............. 30.04 
Thirty Payment Life.............. 24.30 
ee BE kc nscecccscceses 26.44 
Yearly Renewable Term........... 9.68 


Also Attractive Annuities 
and Juvenile Policies 


A Real Opportunity in Twenty-Six States for 
Live Men with an Aggressive Organization 


Write F. A. Hicks, Superintendent of Agents, 
for Details of Our Liberal Agency Contracts 


GUARANTEE MUTUAL 
LIFE COMPANY 


A Mutual Legal Reserve Life Insurance Company 


Omaha, Nebr. 


ORGANIZED 1901 
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“KEEP YOUR SHOP” 


Benjamin Franklin said, ‘‘Keep your shop, 
and your shop will keep you." Many life underwriters during 
this period have become discouraged, and they have opened 
supplemental shops, to piece out their income. The life insur- 
ance shop has divided time, and therefore it cannot keep them. 
And the other shop has divided time, and it is not keeping 
them. Divided thought, time, energy, never have the pro- 
ductive power that concentration yields. This period inevitably 
will end, and he who sticks it through will profit by his per- 
sistence when the uplift comes. 


“Times are not what they might be” in your territory. 
The man on the other side of the continent says the same of 
his territory. Yet in both your territories busy, courageous men 
are getting along. Give your field—and yourself—the full 


chance! Keep shop! 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Independence Square Philadelphia 























W. L. MOODY, JR. W. L. MOODY, III 
President Vice-President 


SHEARN MOODY 
Vice-President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Insurance in Force $542,054,101.00 
Assets $47,681,787.50 
Surplus 7,278,118.59 


ORDINARY—INDUSTRIAL 


We Have Openings for Live Men in 
Kansas Minnesota South Carolina Virginia 
Kentucky Missouri Tennessee West Vérginia 
Michigan North Carolina Texas Washingtos 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Special Low Premium Plans 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 














buy the things they need now; (2) 
improve and repair homes, factories, 
stores, buildings or grounds. A similar 
plan was inaugurated in Rochester, N. 
Y.. several months ago and is said to 
have been highly successful. 


Dr. John R. Neal, secretary and medi- 
cal director of the Abraham Lincoln 
Life of Springfield, Ill, has been re- 
elected president of the Illinois Medi- 
cal Association, the meeting having 
been held in Springfield during the 
week. Dr. Neal is ranking member of 
the board of governors of the Legal 
Section of the American Life Conven- 
tion. He is a former president of the 
Health & Accident Underwriters Con- 
ference. 


Allan M. Lipman of the Prudential 
has been elected president of the Salt 
Lake Junior Chamber of Commerce. 


Frank X. Jones, president of the 
American National of St. Louis, was 
married last week to Miss Amelia Huels 
of St. Louis. 


W. A. Harper, general agent for the 
Continental Life of St. Louis at Nash- 
ville, is recovering from injuries sus- 
tained several days ago when he acci- 
dentally stepped into the basement of 
a house that had burned. He sustained 
several broken ribs and other serious 
injuries. He had just made a business 
call and was walking across some lots 
to his parked automobile when the mis- 
hap occurred. 


Robert M. Waddell, manager of the 
Fidelity Mutual Life at Pittsburgh, 
underwent an operation for appendicitis 
last week. It is reported that he is 





coming along nicely. Mr. Waddell took 
over the management of the Pittsburgh 
office several months ago and has al- 
ready produced a substantial volume of 
business. He has been head football 
coach for Carnegie Tech for a number 
of years. 

E. B. Stephenson, president of the 
Security Mutual Life of Nebraska, has 
returned from an extended trip to 
Europe and northern Africa. The trip 
was taken largely to gain a relief from 
exacting official duties, and included a 
600-mile journey into the heart of the 
Sahara desert. Mr. Stephenson said that 
in spite of the material aid given Europe 
during the war and the generous treat- 
ment of the allies in the matter of 
debts, he found an intensely bitter feel- 
ing often amounting to hatred because 
of the refusal of Congress to consider 
cancellation, everywhere he went. 

P. K. Lutken, executive vice-president 
of the Lamar Life, is constantly called 
on to make long and hurried trips 
around the territory. In order to expe- 
dite these trips and conserve time of the 
officials Mr. Lutken and Allison Holi- 
field of the investment department have 
purchased a plane. Mr. Holifield is a 
veteran pilot and has many hours of fly- 
ing to his credit. Now Mr. Lutken, Dr. 
J. O. Segura, vice-president and agency 
director, do a lot of their traveling via 
the air, being piloted by Mr. Holifield. 


Dorothy Wannenwetsch, daughter of 
H. W. Wannenwetsch, late vice-presi- 
dent of the Western & Southern Life, 
has signed a long term contract with 
the Hal Roach Studios in Los Angeles. 
Her stage and screen name is Dorothy 
Layton. 








NEWS OF THE COMPANIES 





No Conspiracy, Court Rules 


Kansas Department Absolved of Wrong- 
doing in Obtaining Receiver for Na- 
tional Savings Life of Kansas 


TOPEKA, May 26—The charges of 
conspiracy and fraud on the part of the 
Kansas insurance department in obtain- 
ing a receiver for the National Savings 
Life of Wichita were not sustained, 
Judge Pierpont of Sedgwick county dis- 
trict court has ruled, after hearings on 
the application of the Missouri insur- 
ance department and the officers of the 
National Savings Life of Missouri, hold- 
ing company for the National Savings 
of Kansas. 

The court held that it had complete 
jurisdiction over the Kansas insurance 
company and that the receivership was 
properly sought and the receiver prop- 
erly appointed. 

When the National Savings of Kansas 
got into difficulties with the Kansas de- 
partment a new company of the same 
name was organized in Missouri and 
took up much of the stock of the Kan- 
sas company. The Missouri company 
was thrown into a receivership by the 
Missouri department. It never had the 
right to write insurance in that state or 
in Kansas. 

Taken by Farmers & Bankers 


Then the Kansas company was 
thrown into the receivership in Kansas 
and it has been reinsured by the Farm- 
ers & Bankers Life of Wichita. By the 
terms of the contract the assets of the 
National Savings sufficient to maintain 
the legal reserves were turned over to 
the Farmers & Bankers and the remain- 
der goes to the stockholders through the 
receivership. The Farmers & Bankers 
also agreed to pay the receiver 90 per- 
cent of the profits of the business for 
a period of ten years. 

The promoters of the National Sav- 
ings organization are now organizing a 
Delaware corporation to be known as 
the National Savings Corporation and 





to be a holding company for the stock 
of the Kansas company and Missouri 
company. Presumably the Missouri 
company is to be taken out of liquida- 
tion and begin the writing of insurance. 

In a letter being sent to stockholders 
and policyholders of the National Sav- 
ings the Kansas department is advising 
the policyholders not to let their poli- 
cies lapse. It is also advising against 
trading the stock of the Missouri or 
Kansas companies for the Delaware 
company, which has no permit in Kan- 
sas and the insurance department has 
filed a protest with the bank commis- 
sioner against a permit being granted 
and a request for a hearing whenever 
the application is made. 


Mississippi Valley Reinsured 

The entire business of the defunct 
Mississippi Valley Life has been rein- 
sured. The American Life & Accident 
of St. Louis took $14,000,000, including 


all the industrial policies. The Detroit 
Life has taken over $10,000,000 and the 
Republic Life of Dallas $6,000,000. This, 
therefore, takes care of all the going 
business. A. S. Keys of Springfield, Ill. 
official liquidator of the state insurance 
department, made the reinsurance deals. 

The Mississippi Valley had its main 
office at 3207 Washington boulevard, 5t. 
Louis, although its charter office is at 
Madison, Ill. It had about $936,000 se- 
curities on deposit with the Missouri 
department. The reinsurance deals with 
the Detroit Life and Republic Life were 
negotiated by Paul L. Temple of >t. 
Louis, who at one time was an official ot 
the company. The $14,000,000 of indus- 
trial and monthly pay business taken 
over by the American Life & Accident 
came to the Mississippi Valley through 
merger of the First National Life o! 
St. Louis. At the close of 1931 the 
Mississippi Valley had $25,054,664 ordi- 
nary and $5,319,242 industrial. The De- 
troit Life’s block takes over the insut- 
ance of the Peoples Life of Chicago, 
Western Life of Chicago and Universal 
Life of St. Louis. The business taken 
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over by the Republic Life includes the 
remainder of the business taken over 
some years ago from the Two Republics 


Life of El Paso, Tex. In this block 
there were some policies originally is- 
sued by the National Life of the South- 
west and some ordinary business written 
direct by the Mississippi Valley. 


Adds $100,000 to Surplus 


The National Standard Life of Hous- 
ton has contributed $100,000 to surplus, 
after first increasing the capital and then 
reducing it. The capital was increased 
from $150,000 to $200,000. J. E. Josey, 
Sr.. chairman of the board, purchased 
the 4,000 new shares at $12.50. This 
increased the capital to $200,000, after 
which it was reduced to $100,000, and 
the difference was placed in surplus. 


Report on Bankers Union Life 


An examination of the Bankers Un- 
ion Life of Denver as of Dec. 31, 1931, 
by the Colorado department indicates 
ample reserves on outstanding policies 
and that careful consideration was given 
to investment of company funds. Total 
ledger assets are $162,940, including 
$40,825 mortgage loans. 


Home Office Force Gathers 


KANSAS CITY, MO., May 26.— 
More than 200 members of the office 
force, including officials, attended the 
party given last week by the K. E. O., 
the Business Men’s Assurance’s office 
organization. W. T. Grant, president, 
stressed the fact that the company is 
keeping every one on the pay roll. Al- 
though conditions are serious, Mr. 
Grant closed with a note of optimism, 
in which he expressed his confidence of 
an upturn. Elbert F. Smith, claim ad- 
er. was elected president of the K. 

O 

At the close of the business meeting 
and dinner, a play, “Who Told the 
Truth,” directed by Miss Chlo Peterson, 
director of publicity, was presented. 








Acts to Save Company 


Commissioner Read of Oklahoma has 
asked Attorney General King to inter- 
vene in the receivership action against 
the Oklahoma Southern Life in Okla- 
homa county district court and ask dis- 
missal of the suit. Mr. Read stated that 
the company is in good condition and 
that a receiver should not be appointed. 
He takes the position that the insurance 
commissioner is the only person who 
can ask the courts for a receivership for 
a domestic company. The suit was 
brought by E. J. Johnson, a stockholder. 


Kansas Co. Merger Approved 


Commissioner Hobbs of Kansas has 
approved the merger of the Cosmopoli- 








tan Life with the Victory Life of To- 
peka. The ,contracts were filed and 
approved and the certificates issued May 
21. The Victory is to exchange its stock 
for that of the Cosmopolitan and takes 
over all the assets and also all of the 
insurance of the Cosmopolitan. 


Old Line Life’s Increase 


Assets of the Old Line Life of Mil- 
waukee April 1 totaled $17,631,448, an 
increase of $169,349, it was reported at 
the quarterly meeting of directors. Re- 
serve for the protection of policyholders 
were said to be $14,770,300, an increase 
of $100,137. Directors reported a ma- 
terial decrease in requests for policy 
loans. 


Two Contests Are Ended 


Two contests in the North American 
Life of Chicago have just closed. One 
was the silver jubilee contest, which ran 
from Jan. 1 to March 8, Chairman J. H. 
McNamara’s birthday, and the results of 
which have just been made known. The 
first prize was won by General Agent 
William Hordes of Detroit, second prize 
by C. H. Manning and third by R. N. 
Lanser, both of the San Francisco 
agency. The contest conducted in the 
agency force for a melody suitable for 
a company song turned out to be a 
“dead heat.” Some 64 songs were en- 
tered, but only 14 were adjudged worthy 
of consideration. Carleton Coon, orches- 
tra leader who was the judge, died be- 
fore he could select the winning song. 
Charles Hobart, southern California 
manager at Los ‘Angeles, suggested that 
the $50 prize be used to publish all the 
songs in book form and this will be 
done. 











Now on Stipulated Premium Basis 


The National Protective Insurance 
Association, assessment accident and 
health concern of Kansas City, has now 
become the National Protective Insur- 
ance Company, having changed from an 
assessment association to a stipulated 
premium company. 





Enters Two More States 


The Federal Reserve Life of Kansas 
City, Kan., has just entered Texas and 
Oklahoma. It was already in Kansas, 
Missouri, Michigan, Ohio, Illinois and 
Indiana. 


Life Company Notes 


A receiver has been appointed for the 
Old Line National Life, recently moved 
from Denver to 106 North Spring, Inde- 
pendence, Mo. 

The Gibraltar Life & Accident of Den- 
ver has been licensed for life, accident 
and health business in Nebraska and 
Oklahoma. The new territory will be 
developed from the home office. 








AMONG COMPANY MEN 





Three Sun Life Men Retire 


Snasdell, Kennedy, and Menard—All 
Officials of Long Service— 
Are Ceasing Work 








Three officers of the Sun Life of Can- 
ada are retiring: J. S. Snasdell, registrar, 
with 47 years’ service; W. Kennedy, as- 
sistant registrar, with 41 years’ service, 
and N. Menard, of the French transla- 
tion section, with 25 years’ service. A. 
G. Howell, formerly in charge of the 
non-forfeiture department, has been ap- 
Pointed assistant Tegistrar. 


Cross on “Agency Visit 


> uperintendent of Agencies P. C. 
Cross of the Occidental Life of Raleigh, 
- C., will shortly make an extensive 
trip throughout the middle west and far 
West, visiting various agencies. He will 
‘top at Dallas, Denver, Salt Lake City, 

Oenix, El Paso, Albuquerque, Trini- 





dad and Kansas City. He will hold 
agency meetings at these points. 


Baggett with Union Life 


H. M. Baggett, formerly assistant to 
the manager of agencies of the Equi- 
table Life of the District of Columbia, 
has been appointed assistant to Col. 
Joseph Button, president of the Union 
Life of Richmond. Mr. Baggett is a 
graduate of George Washington Uni- 
versity and was formerly on the Wash- 
ington “Evening Star.” 


Higdon Visits Agencies 


KANSAS CITY, MO., May 26.—J. C. 
Higdon, vice-president in charge of 
sales Business Men’s Assurance, left 
Kansas City last week on a trip that 
will take him to branch offices at Okla- 
homa City, Dallas and Little Rock. 
Agency meetings are being conducted at 
these points by Mr. Higdon. He will 





also visit Amarillo, Abilene, San An- 
tonio and Houston, Tex. 





Tell Young Fathers 


There are two emphatic reasons 
why the life insurance salesman 
should interest himself in the 
father of a new-born child. 


He will find a prospect who 
is enthusiastic and ready 
to listen 


and 


He will be creating the 
basis of an association 
which, through the years, 
will probably prove ad- 
vantageous to all in- 
terested. 
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The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 






Home Office : Newark, New Jersey 


























General agencies 
await YOU 


Are YOU ready to 
enlarge your world? 
Splendid contracts — strong 
support—Council Bluffs, Iowa; 


Davenport, Iowa; Rochester, 
Minn.; Lincoln, Nebraska 


WRITE US BEFORE MAKING A CHANGE 


CEDAR RAPIDS LIFE INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 


Jay G. Sigmund, Vice-President and 
Agency Director 


We have excellent General 
agency openings in Nebraska, 
Minnesota and Iowa. 


Cc. B. Svoboda, 


Col. C. B. Robbins, 
Secretary 


President 
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SOMETHING NEW tax JS NE W 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures, 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 


Ten East Pearson Street : : : Chicago 











YOU CHOOSE 


Vested Renewals 
Financial Stability 
Excellent Territory 
Equitable Compensation 
Liberal, Modern Policies 
Constructive Sales Helps 
Personal Home Office Help 
A Company that is forging ahead 
Sympathetic understanding of Agents’ 
problems 
Accident and Health as well as all forms 
of Life 


No matter what you want in a life insurance company you 
will find your desire answered in an agency connection with the 


Union National Life 
INSURANCE COMPANY 


Union Bldg. 
CHARLESTON, W. VA. 


I. A. Morrissett, President, will gladly give you 
complete information. 














LIFE AGENCY CHANGES 





Chase With Bankers Reserve 


Well Known State Official in Minnesota 
Becomes Minneapolis General Agent 
of Omaha Company 








Ray P. Chase has been appointed gen- 
eral agent in Minneapolis for the Bank- 
ers Reserve Life. Offices have been 
opened in the First National Soo Line 
building, Minneapolis. Mr. Chase is a 
graduate of the law school, University 
of Minnesota, class of 1903. After grad- 
uation he began the practice of law but 
became the manager of a newspaper and 
printing business when his brother in 
the newspaper business died suddenly. 

In June, 1916, he became affiliated 
with the state auditor’s office where he 
was appointed deputy state auditor in 
August, 1916. In January, 1921, he was 
appointed state auditor in which position 
he served for ten years until January, 
1931. He was the regular Republican 
nominee for governor of Minnesota at 
the last election. During Mr. Chase’s 
16 years in public office he became well 
known. 

Mr. Chase resides in Anoka, a suburb 
of Minneapolis, where he has lived since 
birth. He enjoys the unique distinc- 
tion of living in the very house in which 
he was born. 

H. B. Bossert, who has been agency 
supervisor for the Bankers Reserve Life 
for three years has been appointed as 
agency manager at Minneapolis. 





Several New General Agents 





Central Life of Illinois Makes Six Ap- 
pointments in Pacific, Central 
and Southern Sections 





Several general agents have been ap- 
pointed by the Central Life of Illinois. 
C. L. Smith is named at San Francisco. 
For two years he has been a successful 
producer for the California-Western 
States. Prior to entering life insurance 
he was sales manager for the Pacific 
Broadcasting company and for several 
years prior, a newspaper man. His ter- 
ritory is northern California. Offices 
have been opened in the Russ building. 

Vance McCray, until recently mana- 
ger for the Security Life of Chicago in 
eastern Iowa, and a large personal pro- 
ducer, now is general agent at Cedar 
Rapids, Ia., for the Central Life. He 
is well known as a journalist for his 
articles in the “Insurance Salesman” and 
other business periodicals. 

Other general agency appointments 
just made are: Sheridan & Tucker, Free- 
port, Ill.; J. A. Iwig, formerly with the 
Northwestern Mutual at Sterling, III; 
Howard Rowton, state adjutant Ameri- 
can Legion, Jacksonville, Fla., and Wil- 
liam Fettkether of Dubuque, Ia., for- 
merly of the Metropolitan. 





Sam A. Simpson 


Sam A. Simpson has been appointed 
general agent for the Columbus Mutual 
Life with headquarters at Kansas City, 
Mo. Mr. Simpson for several years has 
been operating the Western General 
Agency at Salina, Kan., writing general 
lines. He will still maintain an interest 
in this agency. However, the active 
management will be in the hands of L. 
E. Doff of Salina. 


H. C. Hall 


H. C. Hall has been appointed man- 
ager at Davenport for the Equitable 
Life of Iowa and will open offices in 
the Putnam building June 15. He was 





formerly with the Mutual Life of New 
York and has been prominent in life in- 
surance work in Davenport for 10 years. 
He is past president of the Davenport 
Life Underwriters Association. 








Harris With Federal Reserve 


Becomes General Agent for Kansas City 
Company, Which Has Just Entered 
Texas—Is Well Known There 








The Federal Reserve Life of Kansas 
City, Kan., which has just entered Texas, 
has appointed Henry Camp Harris as 





HARRIS 


HENRY CAMP 


general agent for the Dallas and Fort 
Worth territories, with headquarters at 
Dallas. 

Mr. Harris was until recently vice- 
president and agency director of the 
National Security Life of Wichita Falls, 
Tex. When that company was merged 
with the United Fidelity of Dallas, he be- 
came vice-president of the Texas Secur- 
ity Life. He was for a number of years 
an agency executive of the American 
Life of Dallas and prior to that was for 
ten years general agent for the Reliance 
Life, which company he entered in 
Texas. He served two terms as head 
of the Texas Association of Life Un- 
derwriters. He established and directed 
the first insurance educational course in 
the south at the Southern Methodist 
University in Dallas. 





R. H. Adams 


R. H. Adams has been named agency 
manager in Texas for the Manhattan 
Life. Mr. Adams began his insurance 
work with the late Orville Thorp and 
after leaving the Kansas City Life went 
to the Jefferson Standard. 





F. W. Boswell 


Forrest W. Boswell, former personnel 
director for the Buick Motor Compan) 
has rejoined the Equitable Life of Iowa, 
opening offices in the Citizens Bank 
building, Flint, Mich. Mr. Boswell was 
with the Equitable of Iowa's Detrott 
agency several years ago, having an eX- 
cellent production record at that time. 
He won second place in 1915 in the na- 
tional essay contest sponsored by the 
National Association of Life Underwrit- 
ers on “Life Insurance, the Institution 
for Systematic Thrift.” 





Albert W. Shell & Co. 


A third Cincinnati sales unit for the 
Northwestern National Life is 
lished with A. W. Shell & Co. in a fre 
and casualty office which has added 4 
life department to its business. ( 
Johnson, who has been connected wit! 
the Northwestern National’s Cincinnat 
branch office since 1930, will assist the 
Shell agency in the organization of 1 
new life department and the training 0! 
its salesmen. ; 

A. W. Shell & Co. was founded ™ 
1877. It is one of the pioneer imsut 
ance agencies of Cincinnati and now has 
expanded into the surrounding territory, 
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maintaining branches in Dayton, Mid- 
dletown, Hamilton, Bethel, and Nor- 
wood. West Shell is president of the 
agency. 

The Northwestern National already is 
represented in Cincinnati by its branch 
ofice, John B. Keena, manager, and the 
W. E. Lord Agency. 


Life Agency Notes 
Robert E. Hyland has been appointed 
general agent of the Ohio State Life at 
Mayfield, Ky. 
0. A. Woods has been appointed gen- 





LIFE 


eral agent for the Detroit Life in Sid- 


ney, O. 


The Bankers Life of Nebraska has ap- 
pointed H. W. Gobble general agent at 
Batavia, Ia. 

A. G. Engelke has been 
trict manager of the 
tional Life for San 
adjacent territory. 

E. E. Eastwood of Cincinnati has been 
placed in charge of the Indianapolis dis- 
trict of the Western & Southern Life, 


appointed dis- 
Northwestern Na- 
Antonio, Tex., and 





with offices in the Merchants Bank build- 
ing. 


- 








LIFE COMPANY 


CONVENTIONS 





Set Club Convention Dates 





New York Life Agents to Have Several 
Meetings in September—Qualifica- 
tion Rules Changed 





Dates for the agency club conventions 
of the New York Life | have been de- 
cided. The $400,000 or “Top” club will 
hold its conference at the Homestead 
hotel, Hot Springs, Sept. 12-16. There 
will be four group conferences of the 
$200,000 club, the Greater New York 
and the eastern divisions meeting at 
Saranac Inn, Sept. 19-21. The other 
three groups will meet Sept. 6-8, agents 
of the northwestern, central, great mid- 
dle and middle west departments gather- 
ing at Mackinac Island; those for the 
southern and gulf departments at Old 
Point Comfort, and for the southwest- 
ern, Pacific and western states, at Colo- 
rado Springs. There also will be a con- 
ference of members of the $100,000 club, 
but the date and place have not been 
decided. 

Qualification Rules Changed 

The basis of qualifying for the various 
agency clubs has been changed for the 
current club year which ends June 30. 
Full membership in the $400,000 club 
may be obtained by $325,000 of business 
examined by June 30 and paid for by 
Aug. 15. Full membership in the $200,- 
000 club may be secured by writing and 
having examined $175,000 by June 30 
and paying for it by Aug. 15. Guest 
membership in the $100,000 club can be 
won by $75,000 of business between 
Jan. 1 and June 30 in not less than 15 
policies, written and paid for on the 
same basis. Guest membership in the 

$200,000 club may be secured by $125,000 
of business between Jan. 1 and June 30 
under a minimum of 20 applications, ex- 
amined and paid for as above. 


Columbian Mutual Conference 


_ MEMPHIS, May 26.—Present trends 
in life insurance and the many new 
problems of the insurance salesman 
were discussed at a three-day meeting 
here of Columbian Mutual Life field 
men. 

Lloyd T. Binford, president, and E. J. 
McCormack, special home office repre- 
sentative, presided. Speakers included 
A. Thrash, vice-president; G. W. 
Clayton, secretary; W. L. Rawlings, 
assistant to the president; Dr. J. L. An- 
drews, medical director; R. Henry Lake, 
Equitable Life of New York; Wayne 
Jupree, Travelers; J. E. Lippitt, Pru- 
dential, and a number of the Columbian 
Mutual managers. 








Clic Club Convention Set 


The Continental Life of St. Louis will 
hold the 1932 convention of the Clic 
Club, composed of the leading produc- 
ers of the company, in St. Louis June 
“cof 





Hold Northwest Regional Meeting 


me A. Parker, agency secretary, W. J. 
loore, assistant secretary, and F. R. 
avenport, field instructor of the Old 


ine Life of Milwaukee, attended a re- 
Sonal meeting at St. Paul and Minne- 


Columbia Life Agents Gather 





Frank M. See Is Principal Speaker at 
Cincinnati Meeting—Investment 


Angle Is Theme 





The Columbia Life held its annual 
agency meeting last week in Cincinnati 
with its leading producers and general 
agents present. The theme of the meet- 
ing was “Life Insurance is the Best 
Investment After All.” The principal 
speaker at the three-day session was 
Frank M. See, general agent Union 
Central, St. Louis, who spoke on “Per- 
sonality in Selling,” “Life Insurance as 
an Investment” and “The Ten Com- 
mandments for Closing a Sale.” He 
showed his audience many of the psycho- 
logical factors which enter into the sale 
and particularly the close. “Never ask 
a prospect to say ‘yes,’” he said, “al- 
ways take that for granted and get the 
decision on a minor point, or which will 
answer one of the questions in the ap- 
plication. It is easier to get the decision 
this way than asking for an affirmative 
on taking out life insurance.” Mr. See 
called attention to the fact that the law 
prohibits attorneys in examining a wit- 
ness from asking “leading” questions, 
ones which imply a certain answer, but 
that there is nothing which bars their 
use by a life underwriter in talking to a 
prospect. Mr. See illustrated his many 
points with interesting stories from his 
own experience and by using one or 
more of his audience as examples. 


Actual Experiences Cited 


Actual experiences in writing insur- 
ance, both from the angle of sales tips 
and from the use of home office help 
were presented by Guy Howard, gen- 
eral agent of the Columbia at Coshocton, 
O., and Allen W. Thrasher, Jr., special 
home office representative. Other speak- 
ers included Dr. Harry K. Hill of the 
New Thought church of Cincinnati, A. 
J. Koeppe, actuary Columbia Life; Her- 
bert Hamilton, conservation director of 
the Union Central, Charles Laughlin of 
the C. F. Laughlin Mortgage Company, 
Detroit, and Arthur Taylor, secretary 
of the Columbia. 

Friday afternoon and evening the en- 
tire meeting adjourned to a farm in Ken- 
tucky where the field force took on the 
office force in a rousing baseball game 
enlivened by the steady batting of Presi- 
dent Sumner Cross, who drove in 
enough runs to insure his side an easy 
victory. After dinner an old fashioned 
barn dance was enjoyed by guests and 
their wives. 

For the second consecutive year Frank 
B. Cross, Jr., of Cincinnati won the first 
prize cup given by the company for 
largest paid-for production. The run- 
ner up in this contest was J. F. Whit- 
mire, Cincinnati, who also had the dis- 
tinction of winning the cup for the 
largest amount of premiums paid. 


Joint Agency Meeting 
A joint agency meeting of the Mu- 
tual Benefit Health & Accident and 
United Benefit Life of Omaha was held 
in Fargo. W. O. Hoogestraat and D. 
M. Brown from the home offices were 
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The Road Ahead 


The success ahead of a life insurance 
salesman depends upon five definite 
things— 


|. Himself 

2. His field 

3. His policy contracts 
4. His contract 

5. His company 


All of these are equally important. If all are 


good, success can be predetermined. 


To the man who possesses the right quali- 
fications, we will supply the other requisites of 
the right field, the right policies, the right con- 
tract, with the right Company. 


@ For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 





Home Office 














polis May 21. 





speakers. 





SPECIAL FORMS TO MEET 
PRESENT DEMANDS 


10-YEAR Modified Whole Life 
20-YEAR Modified Whole Life 


WHOLE LIFE SPECIAL 
20 PAY LIFE SPECIAL 
and others 
A policy for Every Man, 
Woman and Child 
Ages 0—60 


FRANK F,. EHLEN, 


Director of Agencies 


JOHN M. HULL, 
l President 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
452 Delaware Avenue Buffalo, N. Y. 
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{ For twenty-five years, Protective 
Life has been a symbol of strength 
and safety, and protection. 


§ The reward of these twenty-five 
years of conservative management 
and adherence to its ideal is that in 
1932: 


{ Protective Life, with over eight mil- 
lions of assets, owes not a dollar, ex- 
cept the obligations of the current 
month and the reserves which belong 
to its policyholders. 


{ Its financial statement includes 
no stocks, no outside operations, no 
large loans or troublesome assets— 
the reward of twenty-five years of 
sound and conservative growth. 


| Its reserves are in excess of the 
legal requirement, and are further 
strengthened by the unusually large 
capital and surplus. 


| Its assets consist mainly of first 
mortgages on improved real estate, 
based on conservative appraisals 
and conforming to strict standards, 





Facts About Protective Life 


{ Of 413 companies in the United 
States listed in Itfe insurance publi- 
cations, Protective Life has more cap- 
ital and surplus than 348, more insur- 
ance than 320, more assets than 300, 
and is older than 287. 


] It is rated “Excellent,” the highest 
of five ratings accorded life insur- 
ance companies, by Best’s Life In- 
surance Reports. 


SIGNIFICANT ITEMS IN 


Twenty-fifth Annual Statement 


venkecoseanssclt MRED 
6,001,468.00 
1,691,139.37 


Assets 
Legal Reserves 
Capital and Surplus.. 
Premium Income in 


SEES eteeceevesesces 1,505,465.53 
Total Income in 1931 2,027,311.09 
Paid to Policyholders 

and Beneficiaries 


7,561,967.61 
65,395,660.00 


Since Organization. 
Insurance in Force... 


| Protective Life has no affiliation 
with any other institution. It owes 
no borrowed money of any kind. 
All policies are secured by the de- 
posit of approved securities which 


and high grade State, City and are in excess of the legal require- 
County bonds. ments. 
/ 1907 
Silver 
Anniversar 1932 
y LiFe INSURANCE Qo. 
BIRMINOHAM, ALABAMA, 

















The FAMILY INCOME 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
Boston, Massachusetts 


Write for booklet show~ 
ing the distinctive feature 
of the New England 
Mutual Family Income 
Policy 














The Company operates from coast to coast with General Agencies 
in 58 important cities 




















Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 





Southern States 
Local News 
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Wilhoite Now General Agent 


Well Known Reliance Life Agency Di- 
rector Joins Provident Life & Acci- 
dent at Memphis 











The Provident Life & Accident an- 
nounces the appointment of W. L. Wil- 
hoite as general agent for its life de- 
partment for Memphis and vicinity. Mr. 
Wilhoite is a life insurance man of 
many years experience, having just re- 
cently completed 22 years in field work 
for the Reliance Life. Before that he 
was with the New York Life, first 
as agent at Shelbyville, Tenn., for one 
year and then as agency director at 
Charlotte, N. C. He joined the Reli- 
ance in 1910, opening its offices in 
North and South Carolina and later re- 
organizing agency operations in Ohio, 
Texas and other states. In 1914, he was 
placed in charge of 14 Reliance Life 
offices east of the Mississippi and later 
this number was increased to 22. 

pon with Mr. Wilhoite are his 
two sons, L. M. Wilhoite, who is assis- 
tant oe agent, and T. P. Wilhoite, 
cashier. The former, who graduated 
from the University of Virginia in 1926, 
has been associated with his father for 
the last four years in life insurance field 
work, and the latter, who attended col- 
lege at the University of the South, at 
Sewanee, Tenn., has been assistant to 
the cashier in the Memphis office of the 
Reliance Life. 





Great Southern Tennessee Meeting 


F. W. Griffin, vice-president and man- 
ager of agencies, and Dr. J. E. Daniel, 
medical director of the Great Southern 
Life, were honor guests at a meeting at 
Nashville of 80 Tennessee agents and 
agency managers. Over $200,000 in new 
business was turned in at the meeting. 

Commissioner J. I. Reece of Tennes- 
see was present at the morning session 
and commented on the splendid man- 
agement, showing and financial standing 
of the company. 

A. W. Litz, Nashville manager, was 
host at a luncheon at which W. R. Wills, 
president National Life & Accident; O. 
P. Grant, vice-president Life & Casualty, 
and Dr. James Handley, medical direc- 
tor Independent Life, were _ special 
guests, 





Southern Old Line Agency Meeting 


The annual agency meeting of the 
Southern Old Line was held in Dallas. 
Tex. The program was in charge of 
George F. Neveau, vice-president and 
agency manager. Plans for the year and 
achievements of the past were discussed 
by officials while the best producers held 
a kind of experience school to tell the 
best methods of writing business under 
various conditions. President C. C. 
Slaughter, Secretary E. B. Rembert, Dr. 
J. L. Dawson, medical director, and 
other company officials spoke. 





Alabama Merger Approved 


A contract whereby the Preferred Life 
of Montgomery, Ala., will take over all 
business of the Federal Life Assurance 
Society of that city, under terms accept- 
able to officials of both organizations, 
has been approved by Superintendent 
Greer. 





“Dynamic Short Course” 


In three days furnishes a working 

knowledge and specific sales plans. In 

ring book binder, $4.25. 

The Insurance R & R Service 
Indianapolis, Indiana 
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Common- 

wealth Cor- 
dial Coopera- 
tion is not an 
automatic “cure- 

all” for your pro- 

duction ills; it is 
simply a tool—a 
flexible, keen-edged 
tool. It includes a 
line of policies that are 




























unsurpassed, sales 
methods that equal all 
competition. It accom- 






plishes great results in 
the hands of an under- 
writer who can use it in- 
telligently. If YOU are 
searching for new ideas 
to improve your solicit- 
ing, there is a place for 
you in Commonwealth’s 
scheme of cordial 
cooperation. 






































COMMONWEALTH 
LIFE INSURANCE (0. 
Re) OD \'2 1A ee € 

















7, 1932 


























May 27, 1932 



































~ PACIFIC COAST AND MOUNTAIN 





Fem California Association 





Every Local Group in State Repre- 
sented at Organization Meeting in 
Oakland 





OAKLAND, CAL. May 26.—Or- 
ganization of the California Life Under- 
writers Association was completed at a 
meeting in Oakland with officials of 
every local life underwriters’ association 
in the state, representing more than 90 
percent of the members of the National 
association throughout California, in at- 
tendance. 

T. A. Cox, president of the East Bay 
association and co-chairman of the San 
Francisco-East Bay national convention 
committee, who has been active in pre- 
liminary work on the state body, was 
named chairman pro tem, with B. F. 
Edwards, secretary-treasurer of the East 
Bay association, as secretary-treasurer 
pro tem. According to present plans, a 
further meeting will be held in San 
Francisco in August during national 
convention week, when permanent offi- 
cers will be elected. C. C. Thompson, 
of Seattle, vice-president of the National 
association, attended the meeting. Local 
associations represented were Fresno, 
Pasadena, Long Beach, Santa Barbara, 
Stockton, Visalia, Los Angeles, Sacra- 





mento, Salinas and San Diego. A simi- 
lar body was formed in California in 
1928 but has not functioned for several 
years. 


Allen’s Territory Extended 


The J. T. Allen agency of Denver, 
which has had charge of production for 
the Kansas City Life in Colorado and 
Wyoming, has received Montana as ad- 
ditional territory. The Denver agency 
has chosen B. N. Weinsheim, formerly 
of Denver, to have charge of agency de- 
velopment for western Montana, with 
headquarters at Helena. 








Phoenix Mutual Conference 


The San Francisco agency of the 
Phoenix Mutual Life will hold a con- 
ference June 13-14. Dr. R. L. Rowley, 
medical director; Howard Goodwin, 
vice-president; James A. Giffin, assistant 
agency manager, and Irving Partridge, 
agency secretary, will attend the gather- 
ing. 





C. H. Carpenter Resigns 


C. H. Carpenter has resigned as joint 
manager of the Los Angeles agency of 
the Canada Life and the agency is now 
in charge of Rudolph Dunbar as man- 
ager. 








ACCIDENT AND HEALTH FIELD 





Revise Great Northern Forms 





All of Its Commercial Policies Are Re- 
vamped and Two New Contracts 
Announced 





The Great Northern Life has discon- 
tinued all old commercial policies and 
completely revised its forms in line with 
the agreement of quarterly premium 
companies. A new feature is that the 
Great Northern does not now pay a 
lump sum for dismemberment, but in- 
stead an annuity for various periods 
equal to the amount of the monthly 
indemnity. The policies are being writ- 
ten with $1,000 principal sum, additional 
amount if desired being written for an 
extra premium. The Great Northern 
is adhering closely to the agreement in 
Its new forms. 

Two new policies have been brought 
out—one a non-cancellable renewable ac- 
cident and health contract, aggregate 
form, under which the policyholder has 
the right to renew indefinitely, there 
being no age limit. There is, however, 
a reduction of benefit with advancing 
age to a point where at age 70 all bene- 
fits cease. The other new form is a 
- a contract for physicians and den- 
ists. 

The guaranteed renewable policy for 
which no medical examination is re- 
quired covers every accident and ill- 
ness, paying full monthly indemnity of 
$50 to $200 in class AA, while totally 
disabled by accident; 40 percent up to 
three months if partially disabled; full 
monthly indemnity while totally dis- 
abled by illness, house confining, and 
40 percent up to six months for non- 
confining. 

Monthly indemnity is paid for 24 
months for loss of any two members, 
hands, feet or eyes; for 12 months for 
loss of either hand or foot; for nine 
months for loss of sight of one eye. 
The contract pays for the first day of 
disability for either accident or illness, 

ut may be issued with seven-day elimi- 
nation at reduced premium. The total 
loss ot time covered does not exceed 
“4 months. 

The class AA rate for $1,000 princi- 
Pal sum and $100 monthly on an an- 
nual basis is $56.40, ages 18 to 49 in- 





clusive, and $63.92, ages 50-54. Corre- 
sponding rates with seven days elimi- 
nation are $45.12 and $50.76. 

The physicians’ and dentists’ contract, 
costing $62.04 annually on policies is- 
sued under age 50, pays $150 a month 
for total disability by accident for as 
long as 100 months; and the same bene- 
fits for confining sickness; $60 monthly 
for partial disability by accident up to 
three months, and pays for non-confin- 
ing sickness up to six months. Specific 
benefits are $150 monthly indemnity for 
50 months for loss of any two members, 
the same monthly indemnity for maxi- 
mum of 20 months for loss of one hand 
or one foot, the monthly indemnity for 
15 months for loss of one eye. 

Due to the lower principal sum in all 
contracts, the rates are substantially re- 
duced. 


Federal Has New Contracts 


Issues “Protection” Accident and Dis- 
ability Forms, Also A. & H. Policy 
with Life Insurance 











The Federal Life of Chicago has 
brought out several new forms, the 
“protection” accident and “protection” 
disability policies, new commercial con- 
tracts with privilege of monthly pre- 
mium payment, superseding the guaran- 
teed monthly income accident and dis- 
ability contract and the funeral benefit 
supplement discontinued earlier this 
year. 

Maximum amount for double dis- 
memberment or loss of sight is double 
the single accidental death benefit. 
Monthly indemnity for specific losses 
is provided instead of paying a lump 
sum based on death indemnity, maxi- 
mum period of payment being three 
years, regardless whether assured is 
disabled or is able to engage in a gain- 
ful occupation. 

Provisions of Contracts 


Death from accident to be compens- 
able must occur within 90 days from 
date of accident. The accidental death 
benefit increases 10 percent yearly to a 
limit of 50 percent, or five years. 
Monthly indemnity is paid for 36 






































of 
ATLANTIC ADVANTAGES 


Announcing still another addi- 
tion to our line of salable 
policy contracts — the Retire- 
ment Income Endowment. 


ATLANTIC LIFE 
INSURANCE COMPANY 


Richmond, Virginia 
Wm. H. Harrison 


A 0. Swink 
ag Vice Pres. & Supt. of Agencies 


Honestly, It’s the Best Policy 











































Instruction No. 1 to Our 
Home Office Correspondents 


“Always try to answer a letter from a policyholder 
the same day received. Remember that your reply 
is an opportunity to build good-will and confidence 
for us and our agent. Be sure you answer questions 
directly. Keep your language non-technical and 
easily understandable. Send a copy of the letter 
to the agent.” 


This indicates the type of Home Office cooperation 
we believe our agents should receive—along with their 
nonforfeitable renewal commissions. 


THE WISCONSIN LIFE 


INSURANCE COMPANY 
Madison, Wisconsin 


If your territory is open we 
shall be glad to mail you, 
upon request, a copy of the 
contract and the details of 
an unusually attractive 
agency offer. 
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OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE | 


Insurance Company 
’ DENVER, COLORADO 

















DeWitt Operated Hotels 


feature 


Unusually Comfortable Rooms, 
the Finest of Foods 
and 
Rates Starting at $2.50 Single 











In CLEVELAND It's 
THE HOLLENDEN 


ELMER HOGREN, Manager 
1050 Rooms, all with Bath 
4-Station Radio Speaker in Every Room 


In COLUMBUS It's 
THE NEIL HOUSE . 


TOM A. SABREY, Manager 
650 Rooms, all with Bath 
















In AKRON It's 
THE MAYFLOWER 


C. J. FITZPATRICK, Manager 
450 Rooms, all with Bath 
4-Station Radio Speaker in Every Room 














The BISMARCK is close to the wholesale 
district . . . on La Salle Street . . . in the 
theatre district . . . three blocks to Mer- 
chandise Mart. 


super-comfort 
beds ... soft water for bath .. . mail signal 
. « » renowned cuisine... 
service of hospitality. 


Quiet, outside rooms. . 


Write for booklet with 


in each room 
downtown map 


Rooms with bath, $3.50, $4, $4.50, $5, and 
$6. Rooms without bath, $2.50 


BI/ 


RANDOLPH 


OTTO K. EITEL, 
Manager 














CHICAGO 





AT LA SALLE 





MAR 
OTEL 











months for loss of both hands, both 
feet, both eyes, or any combination of 
these; for 18 months for loss of one leg, 
foot, arm or hand, and for nine months 
for loss of one eye. Partial accident 
disability is 40 percent with a limit of 
six months. There is a seven-day ex- 
cepted period on sickness, indemnity is 
paid for a limit of nine months for con- 
fining disability and 40 percent for a 
limit of three months for non-confining. 

The regular 50 percent hospital ex- 
pense benefit with limit of three months 
is included, as well as surgical opera- 
tion occurring within 90 days from date 
of accident or beginning of sickness. 
Blood poisoning resulting from external 
inoculation is covered in the accident 
portion of the policy. 

Women may be written, the rates, 
ages 16-49 inclusive, being the same as 
for men, ages 15-59, inclusive. Cover- 
age on women is limited to $1,800 acci- 
dental death and $100 monthly indem- 
nity. 

Class AA and A rate for $100 
monthly accident and sickness indem- 
nity, $1,800 accidental death and $3,600 
maximum dismemberment benefits are: 
Annual, $42.50, semi-annual $21.25, 
quarterly $10.63, and monthly $3.75 for 
the “protection disability” contract; and 
for the “protection” accident contract 








the same limits are: Annual $20, semi- 
annual $10, quarterly $5 and monthly 
$1.77. 

The Federal also has discontinued on 
its life policies the old income disability 
supplement. For those who desire dis- 
ability in connection with life insurance, 
it now is issuing an income disability 
policy with an elimination period of 60 
days. This is not a non-cancellable 
contract, but the company may Cancel 
at any time by written notice, together 
with payment of earned premium. The 
contract will not be written under age 
16 nor over 55, 


Orr with Bankers Casualty 


W. A. Orr, well known to accident 
and health men in the central west, has 
become vice-president and secretary of 
the Bankers Casualty of Springfield, III. 
In addition to putting out a new line of 
health and accident policies, that com- 
pany will at an early date start the writ- 
ing of life insurance. 

Mr. Orr was for many years the main 
factor in the Lincoln Casualty of Spring- 
field, but in more recent years has been 
a resident of Louisville, being connected 
in an official capacity with companies 





in that city. 








NEWS ABOUT LIFE‘ POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “‘Little Gem,”’ Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





New Federal Life Contracts 


Expectancy, Monthly Premium Endow- 
ment and Endowment Annuity 
Added; New Disability Form 








The Federal Life of Chicago has 
brought out three new life forms and 
an income disability contract in a spe- 
cial health and accident form, replacing 
the old disability clause discontinued in 
life policies. The new disability con- 
tract, which is cancellable, has 60 days 
elimination period in place of the six 
months of most companies, and pays 
at the rate of $10 per month per $1,000, 
with, however, limitation to five years 
for accident disability and two years 
for illness. This contract does not in- 
clude waiver of premium as it is a 
separate policy, but waiver can be is- 
sued as a rider to the life policy. 

There is no difference in rates for the 
various ages, but similar to regular acci- 
dent and health cover, there are five 
classifications, the rates being: Classes 
AA and A, $2.04 per $1,000; class B, 
$2.40; class C, $2.52; class D, $2.64, and 
class E, $3.10. 

The three new policies are whole life, 
a long period term or expectancy con- 
tract, an endowment annuity at 65, is- 
sued either on annual or single pre- 
mium basis, and a monthly premium en- 
dowment at 85. The latter form is un- 
usual in that it is based on the amount 
of insurance a monthlv premium of $1 
will purchase at the various ages, so that 
the insurance is in odd sums. The mini- 
mum amount which will be issued is $2 
premium per month and above this the 
company will issue in any multiples of 
$1 premium. The contract contains wai- 
ver of premium, regular cash, loan and 
extended insurance values. 

The endowment annuity at 65 supple- 
ments an older policy, the endowment 
annuity at 60. It is issued in units of 
$10 monthly income, paying for 120 
months certain and for life. As is com- 
mon with such forms, in case of death 
of insured prior to age 65, a death bene- 
fit will be paid to beneficiary not less 
than face of policy, and in any event 
equal to the cash value, which in the 
later years exceeds the face. 

The whole life expectancy form with 
special adjustment option is issued for 





various terms which are the expectancy 
of life for the age of issue. At any time 
prior to the last five years of the period 
the insured can change to a permanent 
form for the same amount of insurance 
and increased premium, but without ex- 
amination. This option is made auto- 
matic in the Federal’s contract, so it is 
converted to ordinary life at the policy 
anniversary five years prior to end of 
term unless otherwise elected by in- 
sured. The other options are to con- 
tinue the same premium and take re- 
duced amount of ordinary life or to let 
expire at end of expectant period. In- 
sured also can change to any perma- 
nent life or endowment form at any 
time in the policy’s life by paying the 
increased premium and putting up the 
difference in reserves at 6 percent sim- 
ple interest. 

Rates for the new forms are pre- 
sented below, the figures on the monthly 
premium endowment at 85 denoting 
amount of insurance which $1 per month 
will buy: 


End, 85 Ann. 

r--Expectancy—, Mo, Prem, at 65 
End. 

BS nsewe $ 9.39 $839 $ 15.87 
a tanwe 9.98 770 17.74 
eee 11.07 684 20.73 
a «vais 12.33 596 24.78 
eee 14.38 511 30.35 
eee 16.84 428 38.50 
see 21.17 351 51.86 
—7 26.67 273 74.40 
55 34.37 “¢ 117.71 
Oe steve 46.70 245.91 


Security Mutual 


The Security Mutual of Binghamton 
has extended its ruling on non-medical 
term insurance so that five-year term 
policies may be sold in multiples of $100, 
minimum amount $200, providing the ap- 
plicant be not over 50 years of age, and 
is a standard risk. The thought is that 
it will enable policyholders, who have 
been compelled to seek loans, to cover 
them until they are in position to make 
repayment. 


West Coast Life 


The present dividend schedule is being 
continued by the West Coast Life for the 
year beginning June 1, except first div! 
dends on policies issued after that rate 
will be payable at end of second year. 
This change, vice-president Gordon 
Thomson states, is made because it * 
generally conceded that on account of 
initial cost, first year dividends are not 
really earned. The rate of interest pay- 
able on policy proceeds left with com 
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Thomson states the directors felt neces- 








policies have been slightly reduced, he 
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nany, dividends left to accumulate, ans | inv nvestment yield recently. He says the 
on the participating life income po a % percent rate still ranks among the 
will be reduced from 5 percent to 4% | highest being paid by life companies 
ercent, a cut which Vice- president | generally. Dividends on fully paid up 


sary because of the downward trend in 


States. 








NEWS OF LIFE 


ASSOCIATIONS 





Celebrates 30th Anniversary 


5. G. Dickinson Principal Speaker at 
Colorado Association’s Jubilee 
Dinner in Denver 


DENVER, May 26.—The most suc- 
cessful life insurance salesmen recog- 
nize that these are difficult times and 
are studying their opportunities to make 
the most of them, S. G. Dickinson, of 
the Life Insurance Sales Research Bu- 
reau, said in an address on “Peculiar 
Selling Problems of 1932,” at the 30th 
anniversary dinner of the Colorado As- 
sociation of Life Underwriters. 

“The life insurance man’s problem in 
making the most of the present situa- 
tion,” declared Mr. Dickinson, “is to 
find people in towns and cities with 
timid money. There are still some peo- 
ple whose salaries have not been re- 
duced. Small business men suffered 
financially early in the depression per- 
iod, and are now making a little money. 

“It is necessary to see more people 
than in better times. One large com- 
pany found its men had to have 20 
interviews to make one sale; another 12, 
and one 14.” 

Senator W. W. Booth, Equitable of 
New York, who attended the organiza- 
tion meeting of the Colorado association 
in 1902, spoke of the improvement of 
working conditions brought about in the 
past 30 years by the association. 

Seated at a table specially honoring 
the organizers of the association were 
Mr. and Mrs. Booth, J. Stanley Ed- 
wards and Mrs. Edwards, A. E. Liver- 
man, the first secretary, and Mrs. Liver- 
man, John S. Fabling and P. H. Sho- 
walter, early members, also were seated 
at this table. R. P. Banks, general 
agent Penn Mutual, presided at the din- 
ner, which was attended by 200. 

A letter of congratulations from C. K, 
Drew, editor “Western Underwriter. 





Simple Way Is Usually 
the Most Effective Way 








Ralph G. Engelsman, general agent 
in New York City for the Penn Mutual, 
in his address before the New York 
state sales congress at Buffalo, advised 
turning to the medical examinations as 
a source for prospects. “Look at the 
questions on family history and there 
you will find that perhaps your policy- 
holder has several brothers, a father of 
msurable age and several sisters who 
are old enough to be married,” he said. 

On delivering the contract, the agent 
should inquire something about the age 
and employment of brothers, whether 
sisters are married and something about 
brothers-in-law. If possible, the agent 
should get an introduction to the rela- 


tves from the client. Out of nearly 
fvery policy that is issued, he said, the 
agent should get from two to seven 


Prospects who are accessible and about 
whom the agent has some information. 
Mr. Engelsman said that a man in his 
office recently insured a young man for 
*5,000. Looking into the medical exam- 
ation, he found that the young man’s 
father was still insurable, that he had 
two brothers and one sister. He insured 
one of the brothers for $20,000. He 
learned more about the father and in- 
sured him for $3,000. He insured the 


younger brother for $5,000 and is now 
working on the brother-in-law. 


‘The simple way is usually the most 
weeigent 


and effective way,” he con- 


Talks at Rochester Meeting 


Insurance Superintendent Van Schaick 
of New York Addressed the Life 


Underwriters Association 


Superintendent Van Schaick of New 
York spoke this week before the Roches- 
ter Life Underwriters Association. He 
said in part: 

“In riding through a storm it is well 
to take extra precautions. It was no re- 
flection on the stability of insurance 
companies for the department of insur- 
ance recently to require thorough self- 
inspection to insure weathering the 
storm. Policyholders should welcome 
safety of procedure. The lowering or 
omission of a dividend should not be de- 
plored by any thinking agent or policy- 
holder. 

“The fundamental purpose of insur- 
ance is security. Wise and prudent 
managements looking to margins of 
safety prefer to cover every contingency 
rather than to run chances. It is one 
thing to have confidence in the future, 
confidence in the fundamental securities 
of the country. This is held in common 
by the department of insurance and the 
great executives who man our com- 
panies. It is quite another thing to 
prophesy with certainty the date and 
hour of better times. 

“It is part of the duty of company 
representatives such as yourselves to 
indorse with cordial approval conserva- 
tive company action. It is your impera- 
tive duty to refrain from the slightest 
unfairness in competitive practices. The 
demagogue has no more place in the 
insurance field than in public life. 

“Insurance has withstood the depres- 


sion with remarkable stability. The 
companies and the department are work- 
ing in cordial harmony. The ultimate 


goal is constantly the welfare and pro- 
tection of policyholders. The reefing of 


a sail in a storm may slow up one’s 
speed. After all safety rather than 
swiftness is the desired goal.” 

* * k 


Says Agents Must Be Lawyers 





John Morrell of Chicago Declares That 
Life Men Are Constantly Needing 


Legal Information 





3ecause of the many legal intricacies 
involved in writing wills and assigning 
trust funds after death, men in the front 
ranks of life insurance sales will soon 
have to be members of the bar in their 
particular state as well, John Morrell, 
associate agency manager of the Equit- 
able Life of New York, Chicago, told 
some 300 people at the sales congress 
held under the auspices of the Dayton, 

Association of Life Underwriters. 

Problems and struggles of the two 
are much the same, Mr. Morrel stated, 
as he outlined and detailed the many 
technicalities that are to be encountered 


in this line of insurance. He spoke 
under the subject of “Hedging Against 
Life’s Uncertainties.” He emphasized 


the point that it behooves every man 
with an estate to place his house in 
order so that there can beno question 
of its disposition after his death. 

Another speaker was Miss Clara Mc- 
Breen, of the Equitable Life at Cincin- 
nati, rated as one of the outstanding 
agents of the country. Her particular 
subject was annuities. She outlined the 
various kinds, their growing popularity 
and the great opportunities for salesmen 
in this line. 





cluded. 


Miss McBreen refuted the fact that 


Increased Our Assets 25% 
During First Quarter of 1932 


In February this year we had $11,940,000 of 
business due to pay its fourth premium. When 
the days of grace were up we had the renewal 
on all but $80,000 of this business. We had col- 
lected all but $1800 of the $246,000 of 


premiums due. 


Business that is sold right renews. Satisfaction 


prevails throughout our holders of policies. The 
total in force is now nearly $46,000,000. 


We are fighting to maintain the high position 
of legal reserve life insurance in the minds of the 
American people. 


L. A. WILLIAMS, General Manager, 


COUNTRY LIFE INSURANCE CO. 


608 So. Dearborn Street, Chicago, Ill. 























A * Strong * Permanent * Conservative 


Old Line Company 


Has Valuable Territory Open in 


Michigan Virginia North Carolina 
Ohio Kentucky South Carolina 
Maryland Tennessee Georgia 
West Virginia Mississippi 


CONTRACT— Liberal Commissions, Bonus, Expense 


Allowance, and long term Renewals. 





A Money-Making Opportunity! 


Georce WASHINGTON Lire INsurANCE Co, 


HOME OFFICE 
Charleston, West Virginia 
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TRIPLE INDEMNITY LIFE INSURANCE 
NON-CANCELLABLE 
Weekly Accident Coverage 
combined in ONE contract for ONE Premium 


Agencies available in Conn., Del., D. C., Md., Mass., Mich. Mo., N. H., 
, N. C., Ohio, Penna., R. I, S. C. and Vt. 
Inquire 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


United Life Building Concord, New Hampshire 
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PRACTICAL 


SALES 
ees... 


The only company which de- 
posits full legal reserve on 
life policies with the State 


of Illinois. . 


PARTICIPATING 
NON-PARTICIPATING 


A complete line of 


ACCIDENT & HEALTH policies. 


COMPLETE COVERAGE 
COMBINATION POLICY. .. 
(Life and Accident & Health in 


one contract). 


An ORGANIZED SALES PLAN 


which gets results. . 





ABRAHAM LINCOLN 


Life Insurance Company 
Springfield, Illinois 


H. B. Hill, President 
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They Said We’d 
“Get Burnt” 


When our new Super-Disability 
policy went on the market, so 
simple was the contract, and so 
free was it from confusing tech- 
nicalities and restrictions that 
we were told we'd get “burnt.” 
But we knew we could write a 
policy for accident and health as 
clean cut as the life contract, 
and we did it. We haven’t been 
burnt. 

Life agents have found it an ex- 
cellent means to complete the 
protection with which to sur- 
round their clients. 


Send in the coupon for further 
information. 


INTER: — CASUALTY 


COMPANY 


Executive Office 
CINCINNATI-ONIO 





Inter-Ocean Casualty C 
12th Floor American Bide., Cincinnati, Ohie. 


Please send me information regarding your scel- 
| dent and health policies. 


eee wm coceoosesnqcoene 
a cnhmenoeetitanimnt 
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people have no money, declaring that 
she had found conditions much the op- 
posite, but added that many are saving 
as they never have saved before. She 
characterized self-confidence, imagina- 
tion, ambition and will power as the 
four friends every insurance agent 
must take with him in his work. 

Miss Mary McCray, who was general 
chairman for arangements, presided at 
the dinner and the guests were wel- 
comed by F. C. Holloway, president of 
the Dayton association. 

Afternoon speakers included: R. W. 
Moore, supervisor of agencies for the 
Mutual Life at Columbus, who detailed 
a lot of sales helps; C. L. Fowler, Con- 
necticut Mutual at Cincinnati, discussed 
“The Mental Attitude Toward the Life 
Insurance Business”; and Lester Schri- 
ver, secretary of the National Associa- 
tion of Life Underwriters, Peoria, IIl., 
spoke on the “Fundamentals of Life In- 
surance Selling.” 

2 s 


Birmingham, Ala.—Fred Chisolm, gen- 
eral agent New England Mutual Life, 
was named president of the Birmingham 
association at the May meeting. He suc- 
ceeds Winston Roberts. T. J. Huey, 
Prudential, was elected vice-president, 
and A. B. Hale, Protective Life, secre- 
tary-treasurer, 

Frank Drake, 
Massachusetts Mutual, 
new agency director Penn Mutual, 
introduced as new members. 

* * x* 


Stamford, Conn.—C. H. Clark was 
elected president of the Stamford asso- 
ciation at the organization meeting. 
Forty life agents attended the meeting, 
which was addressed by R. B. Hull, 
managing director National association. 

Other officers chosen were: L. H. Han- 
ley, vice-president; W. H. Truax, secre- 
tary, and L. L. Crosby, treasurer. The 
new group has voted to affiliate with the 
National association. 

* * * 


Cincinnati—The Cincinnati association 
and the Cincinnati Corporate Fiduciaries 
Association held a joint meeting on 
May 26. The speaker was Bernard 
Butler, with the insurance trust depart- 
ment of the Chase National Bank in New 
York City. The honorary chairman of 
the meeting will be Mayor Russell 
Wilson of Cincinnati. 

e 2 


North Louisiana—At the May meeting 
of the North Louisiana association F. C. 
Brinkmann, Jr., general agent Guardian 
Life, was chosen president, F. B. Pin- 
son, Aetna Life, vice-president, and O. 
B. Roberts, Kansas City Life, secretary. 

‘ee 6 


new agency manager 
and Seth Ryan, 
were 


Minneapolis,—The annual sales insti- 
tute of the Minneapolis association will 
be held Friday of this week. The speak- 
ers are Prof. S. S. Huebner on “Life In- 
surance as Liquidation Insurance”; Vice- 
President H. E. North of the Metropoli- 
tan Life on “Modernizing Sales Meth- 
ods”; John H. Hamel, First Union Trust 
& Savings Bank of Chicago on “Practi- 
cal Trust Ideas That Increase Insurance 
Sales,” and Vash Young of New York 
City. 

* * * 

Raleigh, N. C.—The life men of this 
city have formed the Raleigh associa- 
tion. George Ragsdale, New England 
Mutual, is president; W. T. Hassell, Aca- 
cia Mutual, vice-president, and H. B. 
Randall, Mutual Benefit, secretary-treas- 
urer. 

*x* * * 

Peoria, Ill.— Nathaniel Blanchard, pres- 
ident of the Illinois association, was the 
principal speaker at the annual meeting 
of the Peoria association Friday night. 





Cc. T. Wardwell, retiring president, was 
in charge of the program. The follow- 
ing officers were elected. J. B. Scott, 
Prudential, president; W. M. Lateer and 
J. W. Ross, vice-presidents; C. E. Thomp- 
son, secretary-treasurer (reelected); ex- 
ecutive board, C. T. Wardwell, J. E. 
Wansbrough, H. E. Stockhausen, Daniel 
Anderson, H. A. Shaw, L. O. Schriver and 
J. H. Wilson. 

L. G. Tillotson, 
Business Administration, 
technic Institute, spoke 
Cobwebs.” 

The membership committee reported 
that the Peoria association is the 
twelfth largest in the country and that 
it was the first association to renew its 
membership 100 percent before Jan. 1, 
1932, 


dean of the School of 
Bradley Poly- 
on “Business 


* * * 


Chicago.—A. E. Patterson, general 
agent Penn Mutual in Chicago and presi- 
dent Chicago Association of Life Under- 
writers, was host at a dinner to the as- 
sociation’s board of trustees. This is an 
annual custom in the association, lend- 
ing a social fillip at the end of the fis- 
eal year. Mr. Patterson named a nomi- 
nating committee at the May meeting 
Thursday to report on a slate of officers 
to be voted on at the annual meeting 
June 23. Leonarde Keeler, director psy- 
chological department Northwestern Uni- 
versity and inventor of the “lie detec- 
tor,” which is one of the facilities of the 
scientific crime detection laboratories in 
the university, gave a demonstration of 
the instrument at the meeting. 

*x* * * 


Philadelphia—George 
ble of New York, was 
president of the Philadelphia associa- 
tion by the nominating committee. Offi- 
cers will be elected June 9. Other nomi- 
nations are: First vice-president, A. D. 
Wallis, Equitable of Iowa; second vice- 
president, Irvin Bendiner, New York 
Life; treasurer, A. W. Moore, New Eng- 
land Mutual. 

At the Philadelphia association's ‘“Mid- 
western Companies Night,” Vice-Presi- 
ent J. J. Moriarty of the Missouri State 
Life was an added speaker, extending 
the thanks of his company to the life 
underwriters and the insurance press 
for the courteous treatment accorded the 
Missouri State Life during the past 
troublesome weeks. Scheduled speak- 
ers were W. T. Shepard, vice-president 
Lincoln National Life, and J. J. Parks, 
vice-president Missouri State. 


*x* * * 


Detroit—Mrs. W. S. Pritchard, direc- 
tor of the department of the American 
family of the National association, ad- 
dressed the Detroit association on “Life 
Insurance, the Stabilizer of the Family 
Income,” Mrs. William Alvard, who 
heads the publicity committee of the 
Federated Women’s Clubs of the United 
States, was introduced at the meeting. 
The executive committee took under ad- 
visement a proposal to sponsor an essay 
contest among women’s clubs of De- 
troit. 

President O'Keefe announced that de- 
spite business conditions the association 
today has the largest paid membership 
in its history. 


E. Ott, Equita- 
nominated for 
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Milwaukee—At the monthly meeting 
of the Milwaukee association May 26, 8. 
T. Whatley, Chicago general agent for 
the Aetna Life, and past president of 
the National association, was scheduled 
to speak on “Selling Life Insurance in 
1932.” Several new members were in- 
troduced. 

* * * 

Niagara Falls, Ont.—The Niagara Falls 
association closed a successful season 
with a luncheon at which J. N. Babcock, 
assistant superintendent of agencies of 
the Excelsior Life, spoke on “Property 
and Its Relation to Insurance.” 
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WANTED 


Small well-rated Mid Western Life Insur- 
ance Company seeks experienced successful 
Detroit producer to recruit and organize an 
agency for that locality. 
right party with salary, expenses and bonus. 
Inquiries will be held confidential. 
stating age, experience and references. 
National 


Good opening for 
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that help you sell more 
insurance 


Send 10 cents today and get a sample 
of the NEW 1933 National Under 
writer Insurance Calendar, A-1946 I> 
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Advice in Selling Young Men Is 
Given by Lloyd Patterson Before 
State Sales Congress at Buffalo 


Advice in selling insurance to young 
men was given by Lloyd Patterson of 
the Keane-Patterson agency for the 
Massachusetts Mutual in New York 
City, in an address before the New York 
State sales congress at Buffalo. 

“If you are going to call upon youth, 
listen to his plans,” Mr. Patterson con- 
cluded, “for after all he will lead us. 
Don’t tell him where to go but help him 
along his great high road and if you 
will listen to him he will listen to you 
and never forget you. There are more 
of his type than any other class of 
prospects. He has been the hardest 
one to sell but that is because of our 
misunderstanding of him. Don’t think 
his ideas ridiculous; make your business 
indispensable to his ambitions. He has 
the biggest future and greatest aspira- 
tions and these are his investments. You 
will eventually do what he directs, so 


why not now?” 


Has Health and Minimum 
of Financial Burdens 


From the standpoint of number, 
health, future buying power, and mini- 
mum of financial burdens, a young man 
is the best prospect, Mr. Patterson said. 
The male population of New York State 
under age 30, he said, is 127 percent of 
the male population from age 30 to 65. 
The male population of New York State 
from age 21 to age 30 is 43 percent of 
the number of males between ages 30 
and 65, 

In health, he is at his best. In future 
buying power, the agent can continue to 
sell him longer than any of the older 
classes and with less competition as 
time goes on. His financial burdens are 
lighter than they will be later. 

_He is at the age where the proper ra- 
tio of life insurance to his obligations 
can be more easily established than at 
any other time and a habit formed then 
is more likely to create in him a desire 
to continue to maintain that ratio the 
rest of his life. 

The young man, according to Mr. Pat- 





terson, is a prospect for the average 
sized policy of $5,000, that is now being 
sold to the average age of approximately 
40. The low amount at age 40 probably 
accounts for the agents not having sold 
the young man the insurance he should 
have, he said. 

The names of young men are not so 
available. Directories do not show their 
ages. College graduates are available 
but they are in the minority. Names of 
young men do not appear in office build- 
ing hall directories. Their names are 
not on office doors. Very often the best 
prospects are the young men who ask 
you whom you want to see when you 
call at an office. They are in the back- 
ground. They are the cubs that are 
passed by. They are rapidly maturing. 
“When they find themselves they move 
up quickly,” he said. “Youth is in great 
demand. Business is always looking 
down in its ranks for promising ma- 
terial.” 

The young man’s problem is com- 
paratively simple, Mr. Patterson said. 
“His scorn of our suggestions does not 
necessarily indicate that he is a poor 
prospect. If we cannot change his 
viewpoint to ours except with time, per- 
haps his ideas should be considered. Of 
course we know what we are talking 
about with our mature judgment, but 
does the young man know what we are 
talking about?” 

Youth does not know depression, he 
said. Adversity does not enter into his 
plan. He is a majority. He is not a 
conservative. He is ambitious. He does 
not listen to practical reasoning. Al- 
though he may lack knowledge, he is 
not devoid of intelligence. He sees 
through shams with sharp eyes. He is 
naively egotistic. He doesn’t believe in 
death. “He is the spirit of eternity, with 
the confidence and assurance of immor- 
tality. 

“Old men think he is a fool and he 
knows old men are fools. He does not 
believe in parallel lines. His fate cannot 
be the same fate as those who set the 





example before him. He is not afraid 
of being wrong. 

“What about life insurance for him? 
Without thought of death, without in- 
vestment, without protection, without 
contingencies, where does life insurance 
fit into his plan?” 

Mr. Patterson said that the agent 
should show the young man the first 
principle of success is the ability to save 
money. He should be told that if he 
cannot save money to buy life insur- 
ance, he should buy life insurance to 
save money. He should be shown that 
life insurance can help him get where 
he is going. 


Insurance More of an 
Opportunity Than Duty 


Policies should be adapted to the 
youth’s plans, ambitions, hopes, desires, 
the girl that he will marry, his mother, 
his great business future, his unlimited 
credit, his stable character, his secure 
collateral, his broad travels, even his 
fame and his retirement, and as a 
further assurance that his plans _ will 
be carried out, as a guarantee that 
today is laid the foundation stone to 
support all that which is to be bestowed 
upon him later, that life insurance is not 
so much a duty as it is an opportunity. 

Mr. Patterson told of selling a young 
man who considered any life insurance 
estate as a mere bagatelle to the estate 
that he was to create soon. But he did 
buy life insurance to pay his prospec- 
tive inheritance taxes. That was an im- 
portant factor in his scheme of things 

Mr. Patterson said that he was called 
into conference with another young 
man, who had decided to buy $1,000 of 
insurance. He said he had investigated 
all the companies. Mr. Patterson was 
not asked for advice but was told to 
follow instructions. He ordered the pol- 
icy to be split in two companies. Mr. 
Patterson was patient and after exces- 
sive routine, procured the two $500 poli- 
cies, explained every word of both con- 
tracts, and “delivered the whole line to 
him.” ; 

Today this man at the age of 34 1s 
the controller of a big corporation. “He 
can go right on telling me what to do 
for him,” Mr. Patterson said. “As long 
as he thinks I am the one to do it, it’s 
all right with me. I have purchased a 
big lot of insurance for him—never sold 











Language of Golf 
Course Is Applied 
to Life Insurance 





Addressing his saYesmen tn the lan- 
guage of the golf course, President T 
A. Phillips of the Minnesota Mutual 
Life points out several ways in which 
they can improve “their game.” 

“Our organized selling plan is like a 
game of golf in many respects,” Presi- 
dent Phillips said. “The list of pros- 
pects’ names, up to and including the 
‘appointment,’ is our driver by which 
we get off the tee. 

“The visualizer, brief and presentation 
are our irons with which we go through 
the fairway and onto the green. Then 
comes the putter with which the ball is 
dropped into the hole, meaning in our 
case the collection of premiums. An 
annual premium is a one-putt green, a 
semi-annual two putts, a quarterly three 
putts and a monthly is a 12-putt green, 
a sure sign of an inexperienced or timid 
putter. 


Good “Putting” Necessary 


“In a round of par golf the score card 
allows one-half the strokes to putting— 
two to each green. That is why we see 
our good golfers continually practicing 
their putting. In our game the score 
card (company’s average business) al- 
lows a little over 1% putts on the 
average, that is, slightly more than 1% 
premium collections per policy per year. 
If you are not averaging that, your put- 
ting is weak and needs practice and 
you will lose most of your games. 

“In our organized sales plans let us 
not neglect practice in putting. The 
mental hazards in putting and collecting 
the first premium are much the same. 
If the player thinks and talks several 
putts, he is likely to need them. Try 
thinking and talking one putt, adapt 
your presentation to the one putt and 
see if your score does not improve.” 


him a dollar’s worth. I have hesitated 
on all occasions to offer him advice, yet 
he thinks I am the best informed life 
underwriter in the world.” 





Finesse-- 


These fear-ridden, 


sound investment 








The trembling timidity of Mr. Average Man’s dollar in these chaotic 
low optimist, neither is it cause for hysterical grief on t 
calmly, dispassionately—why shouldn’t money be shy and difficult to cajol 
shrink from strangers after the bitter beatings our speculation-crazed wealth has enduredt 
cowering dollars must be treated with delicate finesse, instead of blatant ballyhoo and force, if 

Life insurance and annui- 


ere treats and go back to work safely—free from restiveness. 
gf ay Ay a cae Ge 5 seek the ideal conservative route to 


ties offer the sympathetic, guiding hand of helpfulness to men and women who 


and independent old age. 


he rt of the professional dollar-puller. 
me e into the light of day? Why shouldn't it 


And the new American Central Endowment Certificates are the last word in safety for the small or large buyer who 
wants all the security of life insurance, without a long-term commitment on his part. 


days is no fit subject for the lampoons of the shal- 
Looked at sanely, 
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$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of course issued in larger amounts 
ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 


Cincinnati, Ohio 
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HOTEL NICOLLET 


MINNEAPOLIS 





|JOSPITALITY that 
isrefreshingly 
old-fashioned in 
spirit yet strikingly 
modern in manner. 
Six hundred fireproof 
rooms with baths. 
Three restaurants 
serving noted cuisine. 
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The Northwest's finest hotel 
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Trial Closes Are Best Way 





“If your prospect had his head 
through a sheet and all you had to do 
was hit him in order to make a sale, 
which would you rather have to throw 
-~~six baseballs for a quarter, or one 
basketball for 25 cents?” C. G. Tripner 
asked in his address at Pennsylvania In- 
surance Days, Pottsville, Pa., in illus- 
trating the advantages of repeated at- 
tempts to close as against making one 
major effort after leading up to the cli- 
max. Mr. Tripner is supervisor in the 
E. R. Eckenrode agency of the Penn 
Mutual at Harrisburg. 

“It is my personal opinion,” he said, 
“that at the present time a thorough 
knowledge of closing principles and 
closing technique is the most important 
asset of an underwriter.” 


People Easy to See 
but Hard to Close 


He said never before have people been 
so easily approached or pleasantly inter- 
viewed, but it is requiring real salesman- 
ship to close them. He compared the 
closing tactics of the most successful 
underwriters to tennis and fencing, in 
which success usually comes only after 
the adversary has been forced into a 
vulnerable position by a _ series of 
thrusts and strokes, so the final blow 
can be administered. 

“It will be noticed,” Mr. Tripner said, 
“that using correct closing principles 
enables the law of averages to work 
for us. John A, Stevenson, vice-presi- 
dent of the Penn Mutual, suggests three 
different types of closing methods in his 
book, ‘Selling Life Insurance.’ I have 
named them for my own convenience 
for use in the field, ‘Three Point Sys- 
tem.’ 

. Trial close. This is getting a 


athien Up Renesteunt with 
Protection in Life Insurance 


D. J. Bloxham, supervisor agency 
field service at the home office of the 
Travelers, in relating an incident to illus- 
trate the secret to larger sales for pro- 
duction purposes tells this story: 

“A young married man whom I know 
well was solicited for life insurance by 
a friend. After the usual greeting the 
agent said, ‘Reid, what have you ever 
done about your life insurance?’ Reid 
replied, ‘Why Harry, I bought $12,000 
before I was married. I still carry it 
because I believe in it. My father died 
when I was 12 years old leaving my 
mother, sister and me to get along as 
best we could with a very small estate. 
I don’t want my wife and youngster to 
have the struggle we did. Considering 
my income I think I carry a large 
amount of life insurance.’ 

“The agent’s reply was, ‘Well, Reid, 
that’s fine. If you ever think of buying 
any more let me know. I will be glad 
to submit figures to you at any time.’ 


Investment in Life Insurance 


“At the time this interview took place 
the prospect’s income was $4,000 a year. 
He was 33 years old. His premiums 
totaled about $240 a year. At that time 
he was putting $40 a month into build- 
ing and loan shares just twice as much 
as he was paying for life insurance. As 
his building and loan shares matured he 
put the money into improved real estate. 
That was his idea of building an estate. 
He believed in life insurance as death 
insurance, not as life insurance. He 
though $12,000 was a large sum of 
money. Later that young man was 
shown the income producing possibili- 
ties of his insurance and the estate he 
already had. He thereupon abandoned 
his uncertain plans for one that was 
certain and today he owns in excess of 
$40,000 life insurance and a substantial 
part of it is on the long term endow- 
ment plan. It is his sole investment 
medium.” 





confirmation by making a statement in 
the form of a question. Its purpose is 
to ‘try’ the prosnect to see how near he 
is to buying. An illustration of a trial 
close would be, ‘This is the most un- 
usual savings plan you have ever seen, 
isn’t it?? There is only one way that 
we can tell our prospect is getting 
ready to buy, and that is to ask him. 


Alternative Close Is 
Another Useful Method 


“2. The Alternative Close. All of 
us have heard the old line, ‘Heads I 
win, tails you lose.’ Well, that just 
about explains an alternative close. It 
is giving the prospect an opportunity to 
make a definite choice between two 
suggestions, either one of which will 
close the sale. An excellent alternative 
close is ‘Would it be convenient for you 
to be examined at 8:30 this evening or 
would 10 o‘clock tomorrow morning suit 
you better?’ 

“3. Decision on a Minor Point. A 
successful clothing salesman probably 
makes the best use of closing by get- 
ting a decision on a minor point. When 
purchasing your last suit you probably 
noticed that your coat and vest were 
well hidden under a pile of new suits. 
A star salesman always makes it easier 
to say ‘yes’ than ‘no. Do you remem- 
ber him saying, ‘I'll tell you what you 
do. Try on the trousers and see how 
the whole suit looks.’ 


Minor Decision Aids 
in Major Proposal 


“Now you probably thought you were 
just deciding as to whether or not you 
would try on the trousers. But you 
weren't. You were reallying deciding 
on buying the whole suit. 

“Finally, closing technique may be 
summed up by saying that a good 
‘closer’ is not unlike a good boxer in 
his methods. He hits on his toes ‘going 
in.” The same effort put forth if struck 
while ‘going away’ has only a fraction 
of the same power. A _ good football 
player always falls forward when he is 
tackled. We should never decide in our 
mind that the prospect might not buy. 
Any objection which the prospect might 
use in the close is the very reason why 
he should have life insurance and should 
buy now. 


Very Decided Views on 
Value of Publications 


“First, last and always—we must read 
and study. I don’t mean to be critical 
when I say that no man or woman is 
entitled to make good money out of the 
life insurance business who does not sub- 
scribe to at least two insurance journals 
and two national weekly and monthly 
magazines. Knowledge of what is hap- 
pening both locally and abroad, as to 
our own business and the world in gen- 
eral enables the salesman to talk intel- 
ligently and colorfully to his prospect.” 


For a complete study of effective ad- 
vertising order “Publicity Methods for 
Life Underwriters” from The National 
Underwriter. $4.00 














SALES 
INFLUENCE 
PREDOMINATES 


Executives of the Build- 
ers Life are men who 
have been grounded in 
all the fundamentals of 
selling. Naturally, 
sound sales tactics 
which build business 
and careful supervision 
and instructions in ap- 
plying those factors 
are available to our 
agency force. The 
Builders Life offers 
much to those men who 
want to get ahead but 
who still desire to re- 
tain their own_ indi- 
viduality. 


BUILDERS LIFE 
INSURANCE COMPANY 


Karl J. Crist, 


228 N. La Salle St. 
CHICAGO ILLINOIS 


Vice-President 


























Disability Checks Used 


to Write New Business 


That the delivery of disability 
checks is one of the best means to 
obtain new insurance was proved 
by Henry Stevens and C. J. Wil- 
ker of the Toledo agency of the 
Ohio State Life. Messrs. Stevens 
and Wilker were handed a check 
for $20 to deliver to a policyholder. 
On the way to the man’s house 
they showed the check to several 
persons and as a result wrote two 
applications for $5,000 each and 
one for $1,500. 
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The World’s Tallest Hotel 
46 Stories High 


When You Travel 
to CHICAGO 


You will like the atmosphere at the 
Morrison. All outside rooms with 
bath, circulating ice water, bedhead 
reading lamp, and Servidor. A spe- 
cial floor is reserved exclusively for 
ladies. 

The Morrison is nearest to stores, 
offices, theatres and railroad stations. 
Automatic garage facilities. 


2500 Rooms $3.00 Up 
LEONARD HICKS Managing Director 


MORRISON 
HOTEL 


Clark and Madison Streets 


CHICAGO - 
































